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_. you can expect to BREAK ALL RECORDS! 


Our very sincere thanks to more than 600,000 policyown- 
ers — to more than 500 client companies whose reinsurance 
needs we are serving — to some 1000 companies throughout 
the country who are enjoying the benefits of group life and 
accident and health protection ... and last, but certainly not 
least, to a wonderful team of fieldmen and loyal home office 
associates for making 1956 another all-time record year for 
Republic National Life. 


It is, indeed, a fact that you can accomplish. anything when 
you have so many fine people pulling together. That is why 
we have already announced that we’ll have ‘“‘TWO BILLION 
ON THE LINE BY DECEMBER »59."" 


THEO. :P. BEASLEY, y, President 


NEW GAIN IN TOTAL 
LIFE INSURANCE LIFE INSURANCE LIFE INSURANCE TOTAL INCOME ASSETS 
ISSUED IN FORCE IN FORCE 




















$ 1,005,000.00 $ 1,005,000.00 $ 1,005,000.00 $ 139,041.32 $ 10,620.33 
19,251,350.00 14,348,833.00 30,101,508.00 2,815,950.91 3,422,881.92 








36,082,505.00 23,949,639.00 136,402,364.00 5,053,954.61 19,333,434.72 





333,596,539.00 222,279,523.00 916,290,534.00 19,835,357.15 72,864,207.72 
423,771 ,609.00 | 251,902,238.00 |1,168,192,772.00 | 24,332,593.29 | 77,343,129.00 






































Paid to jideronranes and Beneficiaries in 1956 — $11 929,323.58 
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“[ believe that a multiple-line connection is im- 
portant to any agent because you never have to turn 
away from a prospect after one ‘No’ answer. If he is 
not interested in Casualty insurance, I can switch 
my line of presentation to Fire or Marine. If he is 
not interested in Life insurance, [ can talk about 
Accident or the Business lines. The beautiful part 
about multiple-line is that one does not need to 
change his story. I can start with The Travelers and 
continue to impress on the prospect the name of one 
of the largest insurance companies in the world. If 
I had to talk about a different company on each line 
of insurance, I would have to resell the prospect 
constantly during the interview. 





: Mr. Mittarp T. Witson, Vice President 
The Travelers Insurance Companies 
Hartford, Conn. 


Please send me further information concerning 
Travelers Multiple-Line Representation. 
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says Kenneth H. Martin of Enid, Oklahoma 


representing The Travelers since 1948. 


| think wultiplo-line 
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“TI have frequently said that no higher job goal 
can be attained than having a multiple-line agency 
with The Travelers. I think the prestige and the 
ease of doing business in this manner offer an un- 
beatable combination of dollars and cents value and 
personal satisfaction. That is why I say that repre- 
senting The Travelers with a multiple-line franchise 
is the finest investment that any agent can make.” 

It will take a very small investment of your time 
to get details of the kind of multiple-line representa- 
tion that Kenneth Martin and thousands of other 
Travelers agents are enjoying. Why not get in 
touch with the nearest Travelers branch office or 
general agency or send us the attached coupon. 


HARTFORD 15, CONNECTICUT 


fe} . . 

% All forms of personal and business insurance 
> including Life + Accident + Group + 
Automobile + Casualty + Fire « Bonds 
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Nussbaum Hits Hard 640 Turn Out for Society of Actuaries 
Eastern Spring Meeting in New York 


at Price Rivalry, 
High Group Limits 


NALU President Concerned 
at What Is Happening to 
Earnings of the Agents 


ROANOKE—With complete candor, 
yet without rancor or bitterness, Pres- 
ident A. Jack Nussbaum of National 
Assn. of Life Underwriters told the 
NALU midyear meeting here exactly 
what he thinks is wrong with trends 
that he believes are undermining the 
agent’s earnings. 

Mr. Nussbaum particularly deplored 
the reduction in agents’ earnings due 
to such developments as “special” con- 
tracts, “cheaper-by-the-dozen,” and 
lower rates for women. The theory 
that people will buy more insurance if 
the cost is lower just doesn’t work out 
in actual practice, he said. 

“The changes that are taking place 
are made as progressive trends but 
they should not and must not be made 
at the expense of the agents alone,” 
he declared. “If it is necessary to cut 
costs to accomplish these results, then 
why not reduce salaries all along the 
line? We believe the public is more 
than willing to pay the fair cost of the 
benefits and services they receive... . 

“Who started this drive for special 
policies?” asked Mr. Nussbaum. “I am 
convinced in my own mind that it all 
started by companies fighting for po- 
sition. Just how important is size, oth- 
er than to satisfy the ego of a few 
men? It might shock a few of our top 
company officials to know that bil- 
lions of life insurance are sold each 
year by agents who, after they have 
sold the life insurance, are asked ‘By 
the way, what company do you rep- 
resent?’ ” 

Mr. Nussbaum conceded that “if we 
are going to be objective in our think- 
ing, then we can’t put all the blame on 
our companies—once an idea starts, it 
snowballs.” 

“Many agents, anxious to remain 
competitive, naturally pressured their 
companies into issuing special con- 
tracts,” he said. “We seem to be get- 
ting far afield from the purpose and 
the reason for life insurance. There is 
only one special reason—widows and 
orphans, and carefree old men. Let’s 
get back to fundamentals! 

Expressing gratification at the “fine 
spirit of loyalty that exists between 
most of the agents and the companies 
they represent,” Mr. Nussbaum said it 
is not so much the existing situation, 
in which it could be said that “we nev- 
er had it so good,” but that “it is the 
trend that we fear.” 

“It seems that so many of the prog- 
ressive moves that are made by the 
companies have a tendency to either 
dry up our market or reduce our take- 
home pay,” he- said. “We fear the 
trend of having to sell more in order to 
retain the same income.” 

The reason for lowering the rate as 

(CONTINUED ON PAGE 21) 


Mortality tables and the effect on 
gross premiums and dividends of in- 
creased yields on new investments 
were among the primary matters dealt 
with at discussions during the eastern 
spring meeting of Society of Actuaries 
at New York City, which was attended 
by 640 members and guests. 

The opening business session was 
presided over by Malvin E. Davis, 
vice-president and chief actuary, Met- 
ropolitan Life, and president of the So- 
ciety. In the chair during the informal 
discussions were two of the society’s 
vice-presidents, John H. Miller, vice- 
president and senior actuary, Monarch 
Life, and Henry F. Rood, vice-presi- 
dent and actuary, Lincoln National 
Life. 

A paper by C. M. Sternhell, dealing 
with the basis and construction of a 
new standard ordinary mortality ta- 
ble, was discussed by several mem- 
bers. A. M. Guertin, American Life 
Convention, commented on develop- 
ments with respect to the proposed 








ALC, LIA Ask Senate to 
Free VA and FHA Home 
Loan Interest Rates 


The housing subcommittee of the 
Senate banking and currency commit- 
tee has been asked to consider the de- 
sirability of freeing VA and FHA home 
loan interest rate from their present 
fixed levels. 

The request came from Ehney A. 
Camp Jr., vice-president and treasurer 
of Liberty National Life, and John G. 
Jewett, vice-president of Prudential, 
representing American Life Conven- 
tion and Life Insurance Assn. of Amer- 
ica. 

Such a step would help channel ad- 
ditional mortgage investment funds in 
the present tight money market into 
home loans and would avoid the likely 
inflationary consequences of alterna- 
tive legislative proposals under con- 
sideration for providing more mort- 
gage credit, they said. 

If it should be considered not feasi- 
ble to free the interest rate on govern- 
ment-insured and guaranteed interest 
rates at this time, a rate of 5% on VA 
mortgages would largely restore their 
competitive position in the capital 
market under present conditions, so 
that an appreciable increase in life in- 
surance company investments could be 
expected in VA mortgages at that rate, 
they said. 

Legislative proposals under consid- 
eration would authorize increased di- 
rect home loans by the veterans ad- 
ministration, use of veterans insurance 
reserve funds to purchase VA mort- 
gages, and additional borrowing and 
mortgage purchasing capacity for fed- 
eral national mortgage association. 

None of these alternatives, Mr. 
Camp and Mr. Jewett told the subcom- 
mittee, offer a satisfactory solution to 
the problem of shortage of govern- 
ment-insured and guaranteed mort- 
gage credit. They present a risk of 
further inflation in the housing field. 


new table subsequent to the fall meet- 
ing of the National Assn. of Insurance 
Commissioners. He pointed out that 
the subject of a new table has been 
referred back to the commissioners’ 
life insurance committee, to be re- 
ported on at their June Meeting. 

The use of population mortality as 
an outside limit for death rates in the 
new table was explained by W. H. 
Bittel, New Jersey department of 
banking and insurance, especially from 
the standpoint of public relations. 

A. L. Mayerson, University of Mich- 
igan, noted that small companies com- 
monly had low mortality ratios be- 
cause of the relatively young ages 
comprising their exposure, and the 
short duration since selection. He 
would have preferred separate tables 
for males and females. 

Select rates to append to the ulti- 
mate rates in Table X,, were pre- 
sented by N. F. Buck of Lincoln Na- 
tional. Although there is some discon- 
tinuity between the fifth and sixth 
years of experience, this was felt to be 
preferable to departing from the basic 
data. 

H. F. Gundy, Sun Life of Canada, 
compared the mortality experience de- 
rived by the Canadian Association of 
Actuaries on roughly comparable pol- 
icies. The Canadian mortality was 
higher below age 30, and generally 
lower after that age, averaging 97.5% 
of the U.S. experience, he said. 

The inappropriateness of Table X;; 
for group life insurance was discussed 
by N. D. Miller, Equitable Society. He 
compared group mortality to standard 
industries with Table X,;, and found 
that the latter table failed to provide 
sufficient margin for mortality fluc- 
tuations. 

Mr. Mayerson declared that the CSO 
table should be superseded by Ta- 
ble X" for valuation purposes on a 
mandatory basis. Although its use by 
participating companies may result 
in lower gross premiums this does not 
mean that net costs will necessarily 
be reduced. If the new table is adopt- 
ed he felt that due recognition should 
be made of the expense of administer- 
ing non-forfeiture benefits and the in- 
creased mortality on extended insur- 
ance. 


H. A. Garabedian, John Hancock, 
said that Table X,; was not a truly 
ultimate table. Elimination of the first 
five years of experience was not suf- 
ficient inasmuch as the select period 
was substantially longer at most ages. 

The secular mortality trend in the 


(CONTINUED ON PAGE 24) 


Concern over Fate 
of Agent's Market 
Marks NALU Rally 


Alarm Voiced over Trends 
Seen as Bad for Business; 
Hope for Group Curb Fades 


By ROBERT B. MITCHELL 


ROANOKE—Concern more acute 
than ever before about certain trends 
in the business coupled with frank dis- 
illusionment at the meager results thus 
far achieved in bucking them marked 
the National Assn. of Life Underwrit- 
ers midyear meeting here. 

Jumbo group got the spotlight but 
other matters—bank-loan, “special 
policies,” double-dollar, for example— 
affecting the agent’s market and the 
public interest were subjects of serious 
discussion. 

The very recent frustrating of ef- 
forts to get the 20/40 group limit or 





Birmingham was selected for the 
1958 midyear meeting of NALU. It 
will take place March 23-28 at the 
Tutwiler hotel. 

Washington D.C. was selected by the 
trustees for the 1960 annual meeting. 
In addition to this year’s meeting to 
be held in Detroit, future annual meet- 
ing cities already decided upon are 
Dallas, 1958, and Philadelphia, 1959. 





any limit at all enacted in the key 
state of New York gave many the 
feeling that NALU has come to the 
end of the road as regards curbing 
jumbo group through company cooper- 
ation. 

This latest New York development 
seemed to crystallize the conviction 
that the entire system of group limits 
is on the way out if no limit can be 
had in New York, and that no matter 
what the group-writing companies 
may agree to, nothing is going to be 
done in New York without the consent 
of the New York group insurers. 

e o e 

Companies opposing the 20/40 limit 
for New York take the position that 
such a limit is futile, it’s only possible 
effect being to force jumbo group to be 
self-insured. 

Even the recent formation of a new 
high-level committee of group insurers 
to review the entire question of group 
limits was viewed apathetically by 
those in NALU who are dealing with 


(CONTINUED .ON PAGE 22) 





Late News 





Bulletins... 








Set Topic tor Agents Forum at NALU Annual 


The subject to be discussed at the agents fcrum at the annual meeting of 
National Assn. of Life Underwriters Sept. 15-20 at Detroit will be, in effect, 
“Would I Want My Son To Go Into the Business”? It will be a review of factors 
affecting the agent’s markets in years to come. ; 
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Ford, AT&T Groups 
Stir Concern at 
Committee Session 


ROANOKE—Short of formally 
throwing in the towel, the NALU 
Regen group committee 
: came about as 
close as it could 
to confessing the 
hopelessness of 
further joint ef- 
forts with the 
companies’ in 
seeking a solution 
to the problem of 
high limits and 
non-existent or 

Harry N. Phillips token commissions. 

The session, which took up an entire 
afternoon at the midyear meeting 
here, concluded with a decidedly dis- 
illusioned attitude about meeting with 
the newly-formed high-level group 
committee of Life Insurance Assn. of 
America and American Life Conven- 
tion. An oral invitation was extended 
by Albert Pike, actuary of LIA, and 
it was indicated by the committee 
chairman, Harry N. Phillips, Sun Life 
of Canada, Detroit, that the formal 
invitation would doubtless be accepted 
when received, though without much 
hope of accomplishing anything where 
efforts of the last four or five years 
have failed to solve the key problem 
which is the state of New York. 

There was discussion of resorting to 
courses not requiring company coop- 
eration, such as seeking extraterrito- 
rial legislation in states other than 
New York, so that a company licensed 
in such a state would have to follow 
the state’s group limits everywhere it 
did business. This remedy is already 
being sought in Pennsylvania, where 
a bill has been introduced. 

Another course that was discussed 
was federal legislation that would re- 
move the tax incentive for large group 
limits. Both this approach and the ex- 
traterritorial plan were obviously dis- 
pleasing to the committee members 
and others who discussed the problem 
and were being considered only on 
the assumption that the apparent fail- 
ure of conferences with the company 
associations would prove to be actual. 

Mr. Pike strongly opposed the ex- 
traterritoriality remedy as opening a 
Pandora’s box by inviting reprisals in 
other states, and moreover as being of 
doubtful constitutionality in a situa- 
tion where it could not reasonably be 
argued that company solvency was at 
stake. 





The new group committee, appoint- 
ed to reappraise the entire matter of 
restrictive group legislation, has Pres- 
ident Henry S. Beers of Aetna Life as 
chairman. Other members are Presi- 
dents J. R. Wood of Southwestern Life 
and Edmund Fitzgerald of Northwest- 
ern Mutual; and vice-presidents Clar- 
ence Tookey of Occidental Life of 
California, Charles G. Dougherty of 
Metropolitan Life, and J. Henry Smith 
of Equitable Society. Mr. Tookey is 
chairman of the regular group com- 
mittee of ALC-LIA. 

The new Ford dealer group with 
amounts ranging from $25,000 to 
$100,000, underwritten by Travelers, 
and the gigantic American Telephone 
& Telegraph group covering a total of 
750,000 persons in various companies 


(CONTINUED ON PAGE 23) 


Life Insurance, and Agents: Cummings 


ROANOKE—The controversial ‘“‘dou- 
ole-dollar” plan, by which a savings 
bank _ depositor 
gets life insurance 
equal to his bank 
balance, was vig- 
orously defended 
as being in the in- 
terest of the pub- 
lic, the savings in- 
stitutions, the in- 
stitution of life 
insurance, and the 
agent, by Presi- 
dent Harold J. 
Cummings of 
Minnesota Mutual 
Life. Mr. Cummings spoke at the 
agents’ forum conducted by the agents’ 
committee during the midyear meet- 
ing of National Assn. of Life Under- 
writers here. 

The double-dollar plan, said Mr. 
Cummings, is in the public interest be- 
cause it helps encourage people to 
save and “never before was the need 
for increased savings more urgent 
than it is today” for the prevention of 
further inflation. Consequently, “oppo- 
sition to any such innovation as dou- 
ble-dollar is opposition to the interests 
of life insurance, policyowners and 
agents all alike.” 

The double-dollar plan helps the 
savings institutions by providing them 
with larger and more stable savings 
balances, thereby: increasing their 
lending capacity and their ability to 
finance the country’s growing capital 
needs. 





Harold J. Cummings 


The double-dollar plan is in the in- 
terest of life insurance, said Mr. Cum- 
mings, because life insurance is not 
concerned with providing emergency 
money for short-term needs and for 
relatively small amounts. But if life 
insurance can help the banks do a big- 
ger and better job of providing such 
emergency money, it owes it to the na- 
tional economy to do so. 

“We see double-dollar as an oppor- 
tunity for life insurance to build good 
will not only with its own customers 
but with the customers—savings de- 
positors—in savings institutions as 
well,” said Mr. Cummings. “It has def- 
inite good-will building value, presents 
an opportunity to make thousands of 
small savers think of life insurance as 
the cooperative, beneficent institution 
that it is. We know of no way that it 
could be harmful to the life insurance 
business.” 


Mr. Cummings went into consider- 
able detail to show that something 
that is in the interest of the public and 
the national economy, that can help 
prevent or slow down inflation, and 
that creates more good will for the life 
insurance business “can hardly be con- 
sidered harmful to the life insurance 
agent, who depends upon a healthy 
economy for his sales.” 

Mr. Cummings listed the following 
reasons why the double-dollar plan is 
in the interest of the life agent: 

1. Double-dollar cannot materially 
impinge upon an agent’s ordinary 
sales. The plan is self-limiting by its 
very nature. Acceptable statistics are 
not available but according to Ameri- 
can Bankers Assn., in one group of 
savings banks half of all accounts 
were under $500, so that even if dou- 
ble-dollar succeeded in doubling the 
half of savings accounts that are un- 
der $500, the insurance provided would 


still be “a meager $1,000,” said Mr. 
Cummings. 

2. The percentage of savings ac- 
counts in excess of $1,000 is relatively 
small and the age of the depositors 
with the larger amounts and under- 
writing requirements, generally would 
eliminate many or most of them, even 
if the plan were not limited to $1,000. 

3. Double-dollar really means more 
and better prospects with the money 
to buy permanent insurance that they 
could not own without the plan. If 
double-dollar could double total sav- 
ings in the country and hold that in- 
crease to finance the national econo- 
my, business generally would improve 
and the agent could then more readily 
persuade savings depositors to with- 
draw $30 to invest in $1,000 of per- 
manent insurance, increasing the $30 
of term provided in the savings ac- 
count. “How such a pattern could be 
harmful to the life insurance agent we 
cannot see.” 

4. It has been stated that the cost 

(CONTINUED ON PAGE 23) 








Appoint Zalinski 
Exec. V-P of Lite 
of North America 


Edmund L. Zalinski has’ been 
elected executive vice-president and 
a director of Life 
Insurance Co. of 
North America 
and will assume 
his new post April 
22. He has been 
vice-president in 
charge of sales ad- 
ministration of 
John Hancock 
since 1955. 

Mr. Zalinski 
will be chief ex- 
ecutive officer and 
a member of the 
executive committee of Life of North 
America, which was incorporated last 
September and is a wholly owned 
affiliate of Insurance Co. of North 
America. John A. Diemand, president 
of North America companies, also 
serves as president of Life of North 
America. 





E. L. Zalinski 


Mr. Zalinski entered the business 
with New York Life in 1938 and later 
served as manager at New York and 
New Haven. He resigned in 1947 to be- 
come the first managing director of 
Life Underwriter Training Council. In 
this position he organized a sales train- 
ing program for life agents and, in 
1949, was chosen executive vice- 
president of National Assn. of Life 
Underwriters. He held both posts until 
1951 when he returned to New York 
Life as assistant vice-president. He was 
named 2nd vice-president in 1953 and 
vice-president in charge of sales de- 
velopment in 1954. He has been vice- 
president and chairman of the agency 
committee of John Hancéck for two 
years. 

Mr. Zalinski is a trustee of American 
college and chairman of its manage- 
ment education organization commit- 
tee. He is a trustee and past president 
of LUTC and chairman of LIAMA’s 
training research committee. He holds 
a B..A. degree from Cornell univer- 
sity, A. M. B. A. from Harvard school 
of business administration and a Ph. D. 
in industrial management from New 
York university. He also is a CLU. 


Control of National 
Union for $1 Million 


William L. McKnight, chairman of 
Minnesota Mining & Manufacturing 
Co., has acquired control of Nationa] 
Union Life of Montgomery, Ala., by 
purchasing 200,000 new shares at an 
agreed price of $2 each. Superintend. 
ent Horn of Alabama has approved the 
transaction pending the filing of the 
necessary legal documents. 

In addition to his $400,000 invest. 
ment in new stock, Mr. McKnight has 
pledged $600,000 worth of his own 3M 
stock to National Union’s surplus. He 
may withdraw his 3M holdings later 
if National Union can bring its finan. 
cial structure to a point where his 
stock is no longer needed to protect 
policyholders’ interests. 

Mr. McKnight also has an option, 
expiring in 1959, to buy up to 400,000 
additional shares of National Union 
common stock. There are 130,000 
shares of common presently held by 
stockholders. 

Mr. McKnight, who signed an agree- 
ment to buy control several weeks ago, 
did not put the contract into effect 
until $185,000 in mortgages, promissory 
notes and other liabilities were cleared 
from the books. 

According to the Miami Herald, Pal- 
mer Keith Jr., Birmingham attorney 
who has acted as National Union pres- 
ident for the past year, and other of- 
ficers were expected to leave. 

New officers slated to take over 
were Robert H. Sanders, St. Paul in- 
surance man, as president; Walter N. 
Trenerry, St. Paul attorney who han- 
dles Mr. McKnight’s investments, vice- 
president; Jack W. Grimes, National 
Union executive who has been re- 
vamping the company’s accounting 
procedures, secretary-treasurer, and 
Charles J. Hess, comptroller of Mr. 
McKnight’s personal financial affairs, 
comptroller. 

Mr. Sanders, Mr. Trenerry, Mr. Hess 
and Henry H. Taylor Jr., Miami attor- 
ney who represented Mr. McKnight in 
the negotiations, were slated to join 
the board. 

Reports of the transaction are being 
sent to policyholders and 600 stock- 
holders. A stockholders meeting will 
be held in April to meet the new man- 
agement and learn of future plans. 

A Dade county, Fla., grand jury, Se 
curities & Exchange Commission and 
Florida Assn. of Life Underwriters 
during the past two years have ques- 
tioned National Union’s business, ad- 
vertising and promotion activities. The 
company lost its Florida license last 
June when it failed to meet Commis- 
sioner Larson’s requests for a report 
on its financial reorganization. Earlier, 
an auditor hired by the Florida depart- 
ment found fault with the company’s 
accounting system. 

National Union was organized in Al- 
abama in 1949. Although its home of- 
fice was in Birmingham, it gave a 
Miami address as its principal office. 
After the Florida difficulties, the home 
office was moved to Montgomery. Al- 
though it once listed its insurance in 
force at $40 million, the company since 
has divested itself of all but $16 mil- 
lion of ordinary. 

The new management said the com- 
pany, after several months of inactiv- 
ity, will begin writing business again 
on April 1. 





STANDARD LIFE OF KANSAS Jan- 
uary life sales were up 33% over Jan- 
uary, 1956 and up 21.8% for February 
over February of 1956. The increase 
amounted to 27.8% for the two months 
combined. 
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Schriver Scores Limitless Group | 
Bank-Loan Abuses, Special Policies 


Though aware that “I may be cruci- 
fied for doing so,” Managing Director 
Lester O. Schriver 
of National Assn. 
of Life Underwrit- 
ers lashed out 
plainly and un- 
compromis- 
ingly against un- 
limited group, 
non-payment of 
group commis- 
sions, payment of 
group commis- 
sions to racketeers, 
bank-loan plan 
abuses, “the 
spawning of some irresponsible stock- 
pushing enterprises that call them- 
selves insurance companies,” and 
“special” policies, which he termed 
symptoms of the disease “volumitis.” 

In his report to the national council 
of NALU at the midyear meeting here, 
Mr. Schriver emphasized that the in- 
dictments in his report had been 
written after long deliberation and 
were “written not in anger but in 
love—the institution of life insurance 
is my very life; it always will be.” 

Mr. Schriver said the fact that at 
least one state—Pennsylvania—has 
introduced extraterritorial legislation 
and two others have it under consid- 
eration is an indication that the field 
forces are deeply concerned about the 
inroads that unrestricted group busi- 
ness is making on the legitimate mar- 
ket. 

“Has any group-writing life insur- 
ance company asked the question, 
‘What is happening to the ordinary 
agent’s market? Is the present trend 
good for the industry? The agency 
system? In the public interest?’” Mr. 
Schriver inquired. 

“T don’t know the answer, but I ask 
the industry as a whole to think about 
it.” 





Lester O. Schriver 


Turning to the bank plan, Mr. 
Schriver declared that regardless of 
what has been said about its merits 
or demerits, “it has been shamefully 
abused by some very large producers.” 

“Both some of our companies and 
some of our largest producers are 
equally guilty,” he observed. “If it is 
true, as alleged in a recent case, that 
a man earning $8,500 a year was sold 
a gold brick involving an annual pre- 
mium of $12,000 and persuaded to 
hock his present insurance to pay the 
premium on the argument that it 
would eventually pay for itself, hasn’t 
someone lost his way? What had be- 
come of the agent’s code of ethics? 
What had become of the company’s 
underwriting rules? Were not both 
company and agent equally guilty? 
That isn’t life insurance service—that 
is a legalized shell game. Are we that 
hungry for business? Is it good busi- 
ness? Are we selling our birthright 
for a mess of pottage? 

“The industry is again being 
plagued by the spawning of some ir- 
responsible stock-pushing enterprises 
that call themselves insurance com- 
panies, but which have no thought of 
conducting a legitimate life insurance 
business. Some are flagrant tax-dodg- 
ing schemes; others are interested 
merely in a fast buck for the pro- 
moters. 

“It is interesting that in some states 
we have been approached by the Bet- 
ter Business Bureau asking our help 
in curbing such enterprises. In fact, 


we have been asked to appear at their 
national convention next month to 
suggest ways and means of curbing 
these blue-sky schemes under the 
guise of life insurance. 

“Except in Texas, there seems to be 
slight interest in this matter. But just 
as sure as night follows day, the whole 
industry will be judged by the oper- 
ations of such outfits, and federal 
control of our industry looms as a 
possible solution to the problem.” 

Discussing special policies, Mr. 
Schriver said: They range all the way 
from the president’s super-duper for 
executives only, which are cheaper by 
the dozen, to the old tontine gimmick 
which was repudiated a generation 
ago. I think the rash of subterfuges 
and out-and-out frauds are but symp- 
toms of a disease. The disease is vol- 
umitis, and it is doing strange things 
to us. For one thing, it is causing us— 
all of us—to kid ourselves, and that is 
the most childish kind of self-decep- 
tion.” 

Mr. Schriver concluded by saying: 
“Criticism and legislation are the radi- 
cal social surgery that’ sometimes 
comes from the outside, but healing 
must always come from within. We 
have in our keeping the last great 
hope of millions. We must not fail to 
be worthy of that sacred trust.” 


Lon Hocker, president of Life of 
Missouri, heads a new St. Louis TV 
firm, Louisiana Purchase Co., which 
has asked for a federal license to tele- 
cast on VHF channel 2. 


Life Insurance Helps 
Fight Pressures of 


Inflation: Johnson 

ATLANT A—The underlying 
strength of the inflationary pressures 
in the economy, manifested in the 
break-through on the cost of living 
front in the past year after four years 
of stability, is a warning signal to the 
public regarding this major domestic 
threat to national welfare and con- 
tinued progress, Holgar J. Johnson, 
president of Institute of Life Insurance, 
declared at the annual meeting of 
Georgia Assn. of Life Underwriters. 

The public, through its life insur- 
ance, is making a significant contribu- 
tion to containing these rising infla- 
tionary pressures, Mr. Johnson said. 
Life insurance in force in Georgia is 
now $8 billion, and is approaching $50 
billion for all the south Atlantic states 
combined. In both cases, the rate of 
growth over the past decade has sub- 
stantially exceeded that of the nation 
at large for the period. 

In response to the inflationary threat, 
Mr. Johnson said, the life insurance 
business, acting through the institute, 
has launched a new advertising cam- 
paign in newspapers and magazines 
aimed at mobilizing public action to 
preserve the buying power of the dol- 
lar. 

Life insurance people are convinced 
that inflation is not inevitable, and that 
it can be stopped if everybody acts 
with prudence and restraint in the in- 
flation-charged atmosphere until the 
pressures ease. An extra nickel put 
aside out of every dollar of personal 
income would provide the additional 
billions needed for investment in pro- 
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ductive enterprise, homes and schools, 
and at the same time lessen the spend- 
ing pressures which are the core of the 
inflation problem. It also would help 
provide continued prosperity and a 
stable dollar. 

The current anti-inflation program, 
the third conducted by the life insur- 
ance business in little more than a 
decade, is appearing in newspapers 
and magazines with a combined circu- 
lation of more than 50 million. In 
launching this campaign, the institute 
supplanted a previous one built around 
the theme, “When Someone’s Counting 
on You. . ._YOU Can Count on Life In- 
surance,” which had been running in 
newspapers since Oct., 1955. 

Mr. Johnson said that public rela- 
tions practices and attitudes through- 
out the life insurance business are 
playing an increasing role in the public 
acceptance of life insurance. This serv- 
ice to the American people and to their 
best interests by everybody in life in- 
surance has helped to make life in- 
surance an integral part of the Amer- 
ican “mores” and a growing force in 
the whole social-economic structure. 


Philadelphia Leads 
Cities in February 


Ordinary Sales Gain 

Philadelphia led large U. S. cities in 
the percentage increase in ordinary 
sales in February and the first two 
months with 33% and 39%, respective- 
ly, according to LIAMA. 

Other cities and their percentage 
rates of increase for February and the 
first two months, respectively, are: 
Boston, 11 and 16; Chicago, 17 and 23; 
Cleveland, 12 and 18; Detroit, 11 and 
17; Los Angeles, 17 and 23; New 
York, 12 and 10; St. Louis, 12 and 20. 








Chicago Life Agents 
Slate Annual Sales 
Congress for April 4 


The annual sales congress of the Chi- 
cago Life Underwriters is set for Thurs- 
day, April 4, at the La Salle hotel. 

Speakers are: A. Jack Nussbaum, 
president, National Assn. of Life Un- 
derwriters. His subject is “The U in 
NALU.” Paul C. Green, executive as- 
sistant, Continental Assurance, will dis- 
cuss “Split Dollars Growing Up.” Stu- 
art A. Monroe, general agent, Mutual 
Benefit Life, Chicago, will talk on 
“Sales Opportunities in Today’s Mar- 
ket.” William H. Gove, vice-president 
and director of sales, EMC Recordings 
Corp., St. Paul, has as his topic: “Ill 
Swap Ya.” 

Six million dollar producers are par- 
ticipating in the door prizes. Their 
names wll be drawn by those who are 
prompt in attendance. Luncheon for 
those who draw the names together 
with the MDRT members will be ar- 
ranged at the convenience of the two 
involved and as guests of the Chicago 
association. Million Dollar Round Table 
participants are: Erwin W. Fenzau, 
Fenzau & Associates; Richard Golden, 
New York Life; Maurice T. Paine, Mas- 
sachusetts Mutual; Philip T. Aubin, 
Connecticut General; Russell C. Whit- 
ney, CLU, Connecticut Mutual, and 
Ethel Elmer Gwinn, Connecticut Gen- 
eral. 





Commission Change Was Incorrect 

In reporting last week that the broker 
for the welfare program of southern 
California food industry employes was 
reducing his commission, it was incor- 
rectly stated that the change was from 
25% to 1%. The reduction was from 
2% to 1%. The number of covered 
workers is about 4,600. The food indus- 
try group is one of a number of such 
cases administered by Teamsters Se- 
curity Fund, Inc. 
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Here Are Namesot 541 
on MDRT's Third List 


Listed below are the names, com- 
pany affiliations, and cities of the 541 
Million Dollar Round Table members 
whose applications were approved 
during February. They bring the total 
of applications approved through Feb. 
28 to 1,259, according to MDRT Chair- 
man Howard D. Goldman of Rich- 
mond, Northwestern Mutual’s general 
agent for Virginia. The 1,259 figure is 
60 more than the corresponding Feb. 
28 figure for 1956. 

Following are the February quali- 
fiers, grouped according to the five 
MDRT classifications: 


Life and Qualifying, Repeating 

J. M. Abramowitz, Lincoln National, Balti- 
more; S. M. Abramowitz, Lincoln National, 
Baltimore; J. F. Albert, N. W. Mutual, Los 
Angeles; R. S. Albritton, Provident Mutual, 
Los Angeles; Charles Anchell, N. Y. Life, New 
York City; K. E. Anderson, Kansas City Life, 
Sterling, Colo.; Sadao Asato, Sun of Canada, 
Honolulu; I. F. Ash, Mutual of N. Y., Beverly 
Hills; Huffman Baines Jr., Southland, Austin, 


Tex.; J. S. Barovich, Western Life, Miles City, 
Mont.; E. C. Barr, N. Y. Life, Chicago; Frank 
Bell, American General, Abilene, Tex.; M. O. 
Bickel, American National, Galveston; L. M. 
Blum, Southwestern, Galveston; J. F. Bond, 
Mutual Benefit Life, St. Johns, Mich.; S. A. 
Borchardt, N. W. Mutual, New York City; 
G. W. Boulware, Conn. General, Kansas City; 
R. B. Brown, College Life, West Lafayette, 
Ind.; R. R. Brown, N. W. Mutual, Winston- 
Salem, N. C.; T. R. Buchanan, N. Y. Life, 
Arlington, Va.; L. H. Bunting, Equitable So- 
ciety, New York City; J. E. Clayton, Mass. 
Mutual, Newark; Max Cohen, N. W. Mutual, 
Boston; M. H. Cohen, Equitable Society, Phil- 
adelphia; F. C. Comins, Mass. Mutual, Flint, 
Mich. 

Q. R. Cowman, Equitable of Iowa, Harris- 
burg; Fraser Deacon, Canada Life, Toronto; 
D. E. Dean, N. W. Mutual, Philadelphia; C. W. 
DeGryse, N. W. Mutual, Evanston, Ill.; @. A. 
DeLeeuw, New England Life, Phoenix; A. L. 
DiNieri, John Hancock, Rochester, N. Y.; L. F. 
Duax, Equitable Society, Eau Claire, Wis.; 
M. D. Dundas, N. W. Mutual, New York City; 
Merton Durant, Canada Life, Toronto; J. J. 
Durkin Sr., Philadelphia Life, Dallas, Pa.; 
G. W. Dygert, N. W. Mutual, Ft. Wayne; A. A. 
Ebenstein, Union Central, Beverly Hills; Jules 


(CONTINUED ON PAGE 14) 
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Michael Levy (Remember?) 


Forming Own Life Insurer 


NEW YORK—Michael H. Levy, 
whose book and United States News & 
World Report article aroused wide- 
spread resentment among insurance 
men, is in the process of getting his 
own life company chartered in New 
York. It will write life and A&S and 
will be called American Security Life. 

Mr. Levy plans to start the company 
with a $10 million capital structure, 
with himself and his friends owning 
about 20% of the stock. The company 
will operate entirely on a mail order 
basis and will offer life and A&S com- 
bination contracts unlike anything 
thus far seen in the business. 

Mr. Levy is a broker and is con- 
nected with Federated Brokerage 
Group of New York City. 





Federal Life to Open 
New Home Office April 1 


Federal Life of Chicago will be in 
its new home office at 6100 North 
Cicero avenue effective April 1. The 
spacious and modern new structure has 
been under construction during the 
past year. The company’s present 
headquarters is at 168 North Michigan 
avenue in Chicago’s loop. The new 
home is located in the far northwest 
side of Chicago. 





Mass. Life Companies 
Sponsor Math Contest 


As part of a continuing program to 
encourage more outstanding young 
men to enter the actuarial profession, 
Massachusetts life companies are 
again sponsoring a mathematics con- 
test among undergraduates of second- 
ary schools in the state. 

This will be the seventh consecutive 
year in which the mathematics club 
of University of Massachusetts has 
conducted a contest and the second in 
which the Massachusetts companies 
have acted as sponsors. Last year 1,110 
students representing 187 secondary 
schools competed for $900 in prizes, 
medals and other awards. 

The contest will be held May 4, be- 
tween 2 and 4 p.m. at 12 centers 
throughout the state. The total of the 
cash prizes has been increased to 
$1,000. The examination covers ele- 
mentary and intermediate algebra, 
plane geometry and plane trigonome- 


try. 
The sponsoring companies are: Berk- 
shire Life, Massachusetts Mutual, 


Boston Mutual, Monarch Life, Colum- 
bian National, New England Life, John 
Hancock, Paul Revere, Loyal Protec- 
tive Life, State Mutual and Massachu- 
setts Indemnity & Life. 





List April 16 Speakers 
for LIAMA Aé&S Meeting 


“New Responsibilities in Training” 
is the theme for the April 16 morning 
session of LIAMA’s A&S meeting 
April 15-17 at Edgewater Beach hotel 
in Chicago. 

Arnold Berg, agency vice-president 
of Indianapolis Life, will preside over 
the session. Roy A. MacDonald, direc- 
tor of company relations of Health In- 
surance Assn. of America, will discuss 
HIAA’s position on training. He will 
consider responsibilities brought about 
by changes in social, economic and leg- 
islative conditions. 

Two training experts wiil discuss the 
methods used in their companies: 
When A&sS training is done, why the 
company chose that particular time 
and what methods and tools are used 
in their training. Leland C. Tallman, 
vice-president and manager of agen- 
cies of California-Western States, will 
moderate this training symposium 
which will include C. W. Faulkner, 
superintendent of agencies of Wood- 
men Accident & Life, and H.. Fred 
Monley, director of field training of 
Prudential. 

“1 + 1 = 1” is the speech topic of 


Expect 800 to Attend 
Mutual of New York 


Business Conference 

For the first time since 1951, Mutuaj 
of New York will bring together aj 
top-ranking agents from all parts of 
the U. S., Alaska and Canada for a 
combined business conference with 
agency managers and home office of. 
ficials. 

More than 800 men and women yi] 
take part in business sessions that get 
underway at the Waldorf-Astoria hote] 
in New York City on April 1. It wiy 
be the largest gathering in company 
history. Annual business conferences 
are usually held on a regional basis 
in four or five key areas. The last 
combined meeting was held in Houston 
six years ago. 

The New York meeting will be at- 
tended mainly by agents who qualified, 
on the basis of their 1956 production 
records, for membership in honor or. 
ganizations, including Top Club Round 
Table, Top Club and National Field 
Club. Managers from 113 agencies in 
key cities throughout the U. S. and 
Canada, district managers, assistant 
agency managers, brokerage super- 
visors A&S and group specialists will 
complete the complement that will hold 
a series of discussions and business 
forums with company officers. 

During the week also, real estate 
mortgage loan supervisors, farm loan 
supervisors and field representatives 
of the policy payment division will 
meet at the home office with their re- 
spective department officers. 

Stanton G. Hale, vice-president for 
sales, will direct the meetings. Other 
officials scheduled to participate in- 
clude Chairman Lewis W. Douglas, 
President Louis W. Dawson and Roger 
Hull, executive vice-president. 


N. Y. Managers Slate 
Step Licensing Talks 


“Step  Licensing—Experience _ vs 
Classroom Study” will be the topic 
for the April 4 meeting of New York 
City Life Managers’ Assn. at 2:30 p.m. 
in Sheraton-Astor hotel. 

Frank H. Wenner, general agent of 
Connecticut Mutual at Utica, will dis- 
cuss the plan as it stands today. Ed- 
ward L. Rosenbaum, general agent of 
Mutual Benefit Life at New York, will 
comment on the plan as it affects pro- 
duction from brokers. Donald W. 
Smith, manager of New York Life at 
New York, will discuss the topic from 
the fulltime career agent’s point of 
view. 

Spencer L. McCarty, managing di- 
rector of New York State Assn. of Life 
Underwriters, will act as moderator. 
Superintendent Holz has expressed a 
desire to attend with members of his 
staff. 











John T. Coggins Jr., director of train- 
ing of LUTC, while “All-Purpose” is 
the speech by John G. Galloway, direc- 
tor of Disability Insurance Training 
Council. They will describe what is 
available in the realm of institutional 
training. 

“A&S Sales Methods . . . The HOW! 
is the subject of the afternoon sympo- 
sium at which Richard W. Michaels, 
vice-president of Federal Life & Cas- 
ualty, will preside. Participants will 
include Glen Wallace, vice-president 
and agency director of Great Amefi- 
can; Conrad S. Young, director of field 
services of United Benefit; James L. 
Moorefield, assistant counsel of Paul 
Revere; Lewis T. Taylor, director of 
non-cancellable A&S sales of Conti- 
nental Assurance, and James L, Car- 
rier, general agent of Monarch Life at 
Pittsburgh. 
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Life in Force 


paid-for. 


All American L.&C. 3,296,099 
( 





_(G) 54,000 

Amalg. Labor aaa a aaa 
Amalgamated —- is onus 
TGS ecssccceacies 33,439,559 
ot Mutuat “©” *3'901-479 
Benefit Assn. ee oy 
Central Standard ma aero 
(I) 1,435,650 

Chicago Met. mr; Rey 
Constitution ase onkanine 
(9 @) 12,143 

Continental Assur. .. By ry 
Cornbelt Life ..... ‘a a ae 
Country ai as banyan 
Federal Life ................ = 
Fidelity Life ae 
tet —~ “Ss 
Great Lakes .—y 
Great States Mut ........ 1,834,438 






Horace Mann ... 


Jackson Mutual 


Municipal of Am. ..... 794,325 
(G) 175,000 
Mutual Lel. 136 .......... 4,000 


Mutual Trust ... 
North American 


North Am. Life 


Northern Credit 
Old Republic .............. 
) 


Prudence Life ............ 
Reliance Mut. ............ 





I 
Rockford Life rials 


Self Help Mut. ............. 2,143,000 
State Farm. ..........0 21,250,134 
13,732 
Supreme Liberty ....... 3,089,615 
628,541 
I) 2,672,719 

United of Am. .......... 964, 
(G) 284,50! 
(I) 18,751,390 
Victory Mut. Life .... 435,656 
(¢) 68,000 
) ee 
Washington Nat. ...... 8,891,620 
(G) 26,328,739 


(I) 13,313,723 
Western Mutual .......... 1,407,426 


Acacia Mutual .......... 6,910,695 

Aetna Life a" 22,029,193 

Am. Hosp. & Life ...... 
G) 39,500 

American Mutual .... 2,630,137 
G) 9,250 

American Nat. .......... 11,491,636 
(G) 
(I) 

American Republic .. 1,304,583 

American ee We. ig. daeematiogs 
( 

American United ...... 8,208,101 
(G) 1,025. 


Atlanta Life .... 
Bankers Life 





( 117,943,314 

Bankers of Neb. 4,419,983 
Bankers Nat. .... 479,285 
750 





) 
Bankers Security ...... 427,861 
(G) 6,397,731 
Beneficial Std. ............ 98 
(G) 7,491,571 


Berkshire Life ............ 3,093,746 
MEIN ase cin sccincgetacnce 10,765,864 

G) 3,819 
Central Life ................6 4,891,780 
Central Nat. ........sessesss. 3,858,925 

(G) 1,969,520 
College Life ........0.... 2,317,544 
Columbian Nat. .......... 4,798,915 





New Business 
$ 


56 New Business, 


Shown for Illinois 


All figures are ordinary unless des- 
ignated G for group or I for industrial. 
New business figures include revivals 
and increases as well as new business 


In Force 
$ 


ILLINOIS COMPANIES 


12,143 
243,956,015 
429,004,561 

2,716,474 
64 


239,3 
711,194,476 


496 
51,736,011 
90,795,373 
41,971,131 

6,806 461 


OUT OF STATE COMPANIES 


76,541,182 
189,566,325 
1,117,130,100 
3,177,596 


67,040 
7,473,902 
24,917,281 
41,481,368 
884 























FEEL CRAMPED? 


WANT OUT? NEED ROOM TO GROW? 
HERE’S GROUND FLOOR OPPORTUNITY 


If you are interested in action... new production’ 
heights . . . greater income — you'll find the 
answer in Central Standard Life's ‘from now on"’ 
expansion program. 


General Agency opportunities in very favorable 
territories . .. new agency contracts with life-time 
vested renewals . . . tested selling aids. It will 
‘pay’ to... 


Write, phone or wire C. L. Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 
Grnded (005-—» INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6 
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Posi Doctor Says Underwriters Can Do 
Better Job When Acquainted with Producer 


Liaison between agents and under- 
writers, both lay and medical under- 
writers, is becoming just about as 
close today as the relationship between 
agents and the agency department, 
according to Dr. A. J. Oberlander, Pru- 
dential medical director at Chicago 
regional home office, who addressed 
the March meeting of Chicago Life 
Agency Supervisors Club. 


Dr. Oberlander said this is the way 
it should be, indicating that it is an 
ideal situation when the underwriter 
is personally acquainted with each 
agent and general agent in his com- 
pany, or at least with those agents in 
an underwriter’s territory. 

Dr. Oberlander said there are a lot 
of gray areas and borderline cases in 
underwriting where personal knowl- 


edge of the agent who wrote the busi- 
ness is largely responsible for deter- 
mining which way the underwriting 
decision swings. 

The Prudential medical director also 
emphasized the modern underwriter’s 
awareness of salability, pointing out 
that underwriters eonstantly are striv- 
ing to produce a product that the 
agents can sell. He traced continuing 
liberalization of medical underwriting 
and the ever-growing number of risks 
that are written at standard rates. For 
instance, Dr. Oberlander said, an appli- 
cant with a duodenal ulcer in 1940 
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Greater Strength...Greater Service 


®* WITH A “COAST-TO-COAST FAMILY” OF 395,000 
policyholders, the Jefferson Standard Life Insurance 
Company is this year completing a half century of service. 
The Company will be fifty years young on August 7, 1957! 


Jefferson Standard’s 
CONDENSED 


50th ANNUAL STATEMENT 


December 31, 1956 








* JEFFERSON STANDARD’S PROGRESS in 1956 was 
marked by many achievements, a few of which are sum- 
marized below. This record, both for the year just ended 
and for the first fifty years, is a measure of Jefferson 


*PAYMENTS TO POLICYHOLDERS AND BENEFI- 
CIARIES totaled $21,205,915, more than half of which 
was paid to living policyholders through dividends, ma- 


tured endowments, disability benefits, and other benefits. 


*SALES OF NEW LIFE INSURANCE amounted to 


$224,111,356, the largest volume in company history, and 


a 7% increase over 1955. Total life insurance is at a new 


* ASSETS increased by $33,230,793 to an all-time high of 


¢ THE JEFFERSON STANDARD GUARANTEES 214% 
on dividend accumulations and policy proceeds held for 
policyholders and beneficiaries; however, the company 
has paid 4% or more since it began business in 1907. 


ASSETS 
BOM) nw tego eae aie $ 6,031,803 
RRND 3 Pe sh N, (anis fe 120,752,069 
Stocks, Preferred & Common . 40,961,511 
Mortgage Loons ... 220,128,325 
investment Real Estete . 25,081,808 Standard’s capacity for service in the future. 
Other Real Estate including 
Home Office Building _. . 6,015,352 
Loans to Policyholders ..... 30,144,985 
All Other Assets .......... 13,819,090 
TOTAL ASSETS ..... $462,934,943 
LIABILITIES 
Policy Reserves .......... $315,923,758 
Reserve for Policy Claims ... 1,517,447 
Policy Proceeds Left with 
Company .............. 43,062,968 
Dividends for Policyholders . . 4,480,644 . 
Policy Revaluation and Mor- high—$1,584,358,453. 
tality Fluctuation Reserve 6,799,471 
Investment Fluctuation 
Reserve... 17,145,943 $462,934,943. 
Other Liabilities and Reserves 9,504,712 
TOTAL LIABILITIES . $398,434,943 
Contingency Reserve 6,000,000 
Capital and Surplus . 58,500,000 
i Ga a $462,934,943 


Copy of booklet containing complete report available 


upon request. 


Represents The 
Jefferson Standard 





LIFE INSURANCE COMPANY 


Jefferson 


\ 





4% is the highest rate paid by any major life insurance 
company in the United States. 


tandard 


Home Office: Greensboro, N.C. 


Represents The 
Jefferson Standard 


had to pay $20 a thousand extra for g 
least two years, and today the same 
type of applicant is written standarg 
He also pointed out that there hag 
been a decrease in rates for diabeti 
and only recently a sizable decrease jp 
rates for the applicant with the fg. 
miliar old ailment of gout. 

Dr. Oberlander reminded that a fey 
years ago an insurer wouldn’t think 
of taking on a coronary applicant, byt 
now some companies take them after 
one year, others after three years ang 
still others after five years. “Private 
enterprise has got to give the public 
what it wants,” Dr. Oberlander Said, 
or the government will.” Dr. Ober. 
lander emphasized the words of his 
president, Carrol M. Shanks, who was 
the subject of a Time magazine cover 
story in the March 28 issue. Mr. Shanks 
told Time: “Every company is 
risks now that would have been up. 
thinkable five years ago. Our job js 
to see how we can accept the risk, not 
turn it down.” 

Following Dr. Oberlander’s talk, 
an interesting question and answer 
period developed on coronary occlu- 
sion, a subject that has become a vir. 
tual “crackerbarrel’’ topic in the life 
insurance industry. 





Form Roanoke General 


Agents & Managers Unit 


A General Agents & Managers Assn. 
has been organized at Roanoke. It is 
the 131st local unit of General Agents 
& Managers Conferrence of National 
Assn. of Life Underwriters. 

Officers are N. J. Vaughan, Atlantic 
Life, president; R. D. Carson, Jeffer- 
son Standard, vice-president; Ray- 
mond D. Critzer, Occidental of Califor- 
nia, secretary, and Harry Wilson, Met- 
tropolitan Life, treasurer. 

The association was formed with 
the assistance of GAMC’s extension 
committee, which is headed by Tom L. 
Mitchell, Mutual of New York, Bir- 
mingham. 





Leggett Is Confirmed as 


Missouri Superintendent 


JEFFERSON CITY—The Missouri 
senate this week confirmed the reap- 
pointment of C. Lawrence Leggett as 
Missouri insurance _ superintendent. 
Gov. Blair announced last week his de- 
cision to reappoint Mr. Leggett, who 
took office Nov. 25, 1949. 

Mr. Leggett was first named super- 
intendent by Gov. Forrest Smith, and 
was renamed by Gov. Phil M. Don- 
nelly. 


Amicable Life Elects New President 
Franklin Smith, formerly vice-pres- 
ident and actuary of Amicable Life, 
has been elected president of the eom- 
pany, succeeding Holt Massey, who 
has been elected to the newly created 
office of executive vice-chairman. An- 
other Amicable change includes the 
election of O. F. Jones Jr. as vice- 
president and general counsel. 














Insurance Handbook 


of Oklahoma Printed 


A new Underwriters Handbook of 
Oklahoma has just been published 
by the National Underwriter Com- 
pany. It provides complete and 
up-to-date information on agen- 
cies, companies, field men, general 
agents, groups and other organiza- 
tions affiliated with insurance 
throughout thé state. Copies of the 
new Oklahoma handbook may be 
obtained from the National Under- 








writer Co. at 420 East Fourth 
street, Cincinnati 2, Ohio. Price 
$12.50 each. 
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Elliott Urges New 
Aggressiveness to 
Meet Competition 


The next decade may well be one of 
great competition—competition among 





P. F. Clark 


B. K. Elliott 


companies, from new companies en- 
tering the field and from consumer 
goods, President Byron K. Elliott of 
John Hancock predicted at the annual 
President’s Club meeting at Boca 
Raton, Fla. 

“The time has come for a new ag- 
gressive spirit in our planning,” Mr. 
Elliott told 500 district agents and 
managers whose 1956 production rec- 
ords qualified them to attend the 
week-long program at Boca Raton ho- 
tel and club. Companies must find new 
ways of increasing efficiency in order 
to provide insurance at the lowest pos- 
sible cost consistent with good service, 
he said. 

e e e 

Although change is not a new ex- 
perience to the life insurance business, 
the dynamic quality of the next few 
years will exceed anything of the past, 
he said. The past decade has been one 
of spectacular growth, with insurance 
in force increasing nearly 175%, he 
noted. 

“But just as this aggressive spirit 
must characterize our home office 
functions, it must also endow our 
methods of selling with renewed ener- 
by and vigor,” he said. 

Addressing the agency group for the 
first time since his election as presi- 
dent in February, Mr. Elliott said it is 
know-how and skill, the resourceful- 
ness and energy of the people who 
comprise an organization, which are 
the important factors in its survival 
and progress. 

“So long as the individuals who con- 
stitute a company realize the extent of 
their participation in the service and 
success of the company, and feel deep- 
ly that the things they have done by 
working together are the real measure 
of their influence on the life of our 
country, experience has shown that 
that company continues to prosper and 
progress,” he asserted. 

Life insurance appeals to the highest 
motives in man—the desire to assure 
financial security for himself and for 
his family. “And because people are so 
important in our business, our own 
people are very important,” Mr. Elliott 
added. 

The life insurance industry faces a 
significant responsibility in preventing 
the further spread of inflation in the 
American economy, Chairman Paul F. 
Clark told the meeting. 

Inflation will, in the long run, eat 
away at the moral fibre of the nation 
by making thrift and the desire to 
provide -for one’s own future pointless. 
Ultimately, the taxpayers will end up 
supporting, through government wel- 
fare, those who have not looked out 
for their own futures,” Mr. Clark said. 

He told the agents that, as insurance 
men and citizens, they could make an 


important contribution to the solution 
of the problem of inflation by encour- 
aging savings through the sale of life 
insurance. 

Whenever a man saves a dollar that 
is put into life insurance the too few 
goods problem is attacked. The life in- 
surance industry puts that dollar to 
work, financing housing, industrial ex- 
pansion, more jobs and research. Life 
insurance dollars enable industry to 
produce more goods for less money, 
thus increasing the nation’s entire pro- 
ductive capacity. 

“The next decade will be a most 


important one,” said Mr. Clark, “and a 
challenge to all of us. The stakes are 
very high, for while increased savings 
will mean a move towards economic 
stabilization, failure to increase sav- 
ings may do an incalculable amount of 
damage to the nation.” 


A highlight of the convention was 
the presentation of record writings of 
$400 million to Mr. Clark, and Mr. 
Elliott as a tribute to their leadership. 
Accomplished by the district agency 


force during the first 12 weeks of 1957, 


the writings were presented by Vice- 


7 


president Frank B. Maher on behalf of 
the district organization. 
Congratulating the agents on their 
record achievement, Mr. Maher said 
that in 1956 the district agencies pro- 
duced $1,101,000,000 of new ordinary, 
with 300 members producing $500,000. 
Paul L. Oliver Jr., Dayton, who pro- 
duced over $1 million in total produc- 
tion credits during 1956, was named 
leading district agent. Also honored as 
millionaire producers, were David J. 
Ward, San Diego; Alfred Martin, New 
York; William J. Martin, Detroit; 
(CONTINUED ON PAGE 18) 








Service! 








THIS “STAR OF THE NORTH” insignia 
marks a company with a friendly family 
attitude of mutual helpfulness . . . a com- 
pany which gives more than lip service to a 
formula that works! 


THIS FORMULA for successful life in- 
surance selling is based upon (1) The right 
combination of organized sales methods, 
(2) Tested and proven presentations aimed 
at selling life insurance to fit specific needs, 
(3) Dramatic, convincing visual sales aids 
that really work, (4) And, above all, shirt 
sleeve down-to-earth help from Home Office 
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with the Field, beforé 
demonstrating how thet 
results. 


IN ADDITION, our Advanced Under 
writing Division recently has applied these 
same principles to the unlimited frontiers of 
Programming; Pension and Profit-Sharing 
Plans; Estate Planning; Wills and Trusts; 
Taxes; and, in a unique way, Business 
Insurance. 


TOP THIS OFF with a better paying in- 
centive contract, incorporating an unusual 
combination of persistency fees, and you 
have the reasons why the “Star of the 
North” is the guiding light to many a 
successful agent who has found himself 
with... 


The Agent-Minded 


MINNESOFA 
MUTUAL 
LIFE 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 
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Outstanding Speakers 


Bring Useable 


Sales Tips to N.Y. City Sales Congress 


By JOHN B. LAWRENCE JR. 


NEW YORK—The annual all-day 
sales congress sponsored by New York 
City Life Underwriters Assn. featured 
topnotch. speakers from widely sepa- 
rated parts of the country. 

An enthusiastic crowd of 800 packed 
the grand ballroom of the Sheraton- 
Astor hotel to hear informative talks 
on a variety of subject interesting to 
life insurance agents. The congress was 
aptly titled “The March of Sales Ideas.” 

Bernard A. Haas, general agent of 
Manhattan Life, presided as general 
chairman. Michael P. Coyle, Phoenix 
Mutual, association president, opened 
the meeting. 


Agents themselves must be sold on 
the tremendous need existing for A&S 
protection and the relatively untouched 
market awaiting them, according to 
Karl H. Kreder, 2nd vice-president of 
Metropolitan Life. There is a need for 
A&S and the companies can fill it. 

There is also a market for A&S, as 
shown by the fact that not only the 
white collar employes but also the 
blue collar workers and the women 
can be insured. Internal revenue sec- 
tions 105 and 106 allow employers to 
buy up to $100 weekly indemnity for 
a key man or employe, charge it as a 
business expense and not have the 
premium included as income to the 
employe. Payable benefits are tax free. 


There are 600,000 firms eligible for 
commercial group A&S. 

Since 40% of the income earners 
have no A&S and since many who do 
have it are covered only to a limited 
percentage of their incomes, a tremen- 
dous market exists, Mr. Kreder pointed 
out. 

Insurance companies are becoming 





Karl H. Kreder 


A. J. Nussbaum 


















doesn’t it? 


Insurance, 


THE 


NATIONAL 
LIFE AND 
ACCIDENT 


INSURANCE 
COMPANY 
SHIELDS 
YOU 





WHEW!... 


Sure keeps a fellow on his toes nowadays, 


Family policies, weekly Ordinary, month- 
ly Industrial, variable annuities, split dollars, 
small group, jumbo group. 


And also just plain old-fashioned Life 


of which we seli some. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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Sales Ideas That Work 


increasingly conscious of the need to 
develop A&S selling as part of their 
agents’ daily operations. Many compa- 
nies are making A&S an integral part 
of their basic training program. It is 
included in the CLU curriculum ang 
LUTC program. 

As for the individual agent, he can 
increase his income by $2,000 a year 
through modest efforts in the Ags 
field, Mr. Kreder said. The agent 
should seek 100 A&S clients, who "may 
be found among his life clients anq 
referred leads, referred leads from the 
new A&sS clients and among his reg. 
ular life prospects. 

It is not far fetched to visualize 
$2,000 or $2,500 annual additional jp- 
come through building an A&S clien- 
tele of 100 in four or five years, he 
said. He illustrated, with slides, how 
this could be done on the basis of 25 
cases a year. While selection is im- 
portant, programming will improve 
persistency and the ratio of cases 
closed. Programming A&S benefits 
will enable the agent to show the 
prospect a picture of what he has and 
needs. And A&S programming is easi- 
er to do than in ordinary where estate 
problems are involved. Mr. Kreder 
showed a typical A&S programming 
job on slides. 

A&S has grown and developed tre- 
mendously. It faces the problems of 
persistency, cancellable and non-can- 
cellable coverages, comparison of bene- 
fits, claim payments and advertising, 
all of which are in the process of being 
solved. 

Many agents have twice as much 
knowledge as they need to double 
their production, but lack the neces- 
sary selling skills, said A. Jack Nuss- 
baum, Massachusetts Mutual, Milwau- 
kee, president of National Assn. of 
Life Underwriters. 


Success comes when an agent learns 
the uses of life insurance and _ inter- 
prets them in his own way, using not 
only his head but also his heart. Mr. 
Nussbaum, for many years a Million 
Dollar Round Table qualifier and lead- 
ing producer in his company, said that 
if he were entering the business today 
he would learn well how to sell spe- 
cific needs. Then he would turn to 
programming by seeing all his old 
clients. 

The only real problem, he declared, 
is selling a new prospect the first 
time. This is difficult because people 
do not like to make decisions. The 
only objection people have to life in- 
surance is that they do not want to 
pay for it. People buy what they want, 
not what they need. 

When approaching a prospect, Mr. 
Nussbaum asks himself, “Why should 
he buy from me today?” Until he 
finds the answer to all parts of the 
question, he has only done a good 
job of telling, not selling. Selling, how- 
ever, is merely telling the truth in an 
attractive way. 

Mr. Nussbaum asks prospects to list 
on paper: “Old age pension for my- 
self”; “income for the family”; “emer- 
gency or opportunity cash” and “edu- 
cation for the children”. The longer 
the prospect takes to number them 
their order of importance,’ the~better 
prospect he is. Afer the prospect has 
done the numbering, both he and the 

(CONTINUED ON PAGE 20) 
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950 Turn out for 
1957 Chicago CLU 
Economic Forum 


Estate planning and mass coverages 
were given a thorough going over at 
the two-day 1957 Economic Confer- 
ence at LaSalle hotel sponsored by 
Chicago chapter of CLU, and approx- 
imately 125 responded for each session. 

George J. Laikin, attorney and lec- 
turer on tax law at a number of CLU 
institutes, and Harry R. Schultz, Mu- 
tual Life of New York, were speakers 
at the estate planning session, and 
Joshua B. Glasser, Continental Assur- 
ance, was moderator for a panel dis- 


cussing all phases of group coverages - 


and retirement plans. Panel members 
were Joseph W. Moran, New York 
Life; Joseph B. Gatts, Prudential; 
George Parker, Equitable Society; 
Peter Hondorp, Continental Assurance; 
and Robert W. Osler, Rough Notes Co. 

Small employer group was described 
py Mr. Hondorp as being “the real fu- 
ture in the pension business.” The 
most important consideration, he said, 
should be the ease in selling and de- 
livering the product, and he particular- 
ly emphasized the need for companies 
to offer their clients common stock 
trusts and profit sharing plans as well 
as paid-up options for employes. 


Group credit insurance was termed 
by Mr. Gatts as being nothing more 
than a form of life insurance. He told 
agents that this provides low cost pro- 
tection for the public and supports the 
agency system as a logical producer, 
and, therefore, should be “another tool 
in your selling portfolio.” j 

Mr. Gatts called the individual policy 
approach used by banks and credit 
companies “an obvious invasion of the 
agency system” and a profit-making 
scheme. “It is unfortunate for the 
consumer that he is the one in this 
captive market who has to bear the 
freight,”’ he said. 

Mr. Parker pointed out the need for 
greater efforts to liberalize A&S and 
disability coverage in order to include 
more people. He said: “It is our re- 
sponsibility to see that voluntary plans 
are available to the greatest number of 
people so there will be no need for 
compulsory.” 


Major medical was explained by Mr. 
Moran, who said the new philosophy 
in medical care provides insured with 
assurance that he can meet his entire 
medical expenses. The most up-to-date 
plans now eliminate coinsurance and 
deductible provisions, he said. 

He declared that the life agent can- 
not do a satisfactory job by his client 
unless he includes A&S coverage as 
well as life. Group A&S present oppor- 
tunities to the life agent, since by using 
group, he can make employers better 
prospects for life insurance. 

As an example of the expanding 
market, he cited the liberalization of 
group to include companies employing 
less than 25. However, “over 90% do 
not have major medical coverage, and 
until they do, the market peak has not 
yet been reached,” Mr. Moran said. 

Mr. Osler lit into Blue Cross-Blue 
Shield, charging that they “may well 
be a back door to socialized medicine.” 
The attitude prevailing in “high quar- 
ters” of the insurance industry, Mr. 
Osler said, was that no one should talk 
against the Blues. “That was the atti- 
tude on social security for a long time, 
and look where it got us!” he ex- 
claimed. 


Describing the activities of Blue 
Cross-Blue Shield in Indiana, Mr. Osler 
accused these organizations of obtain- 
ing discounts from hospitals, influ- 
encing hospitals to obstruct admission 
of patients with cash and “legitimate 
insurance,” posing as a non-profit com- 
munity service to obtain free publicity, 
and evading Indiana insurance laws. 
“The Blues,” he said, “are clearly 
subject to Indiana gross income tax, 
but have never paid this tax.” 

He also took issue with the federal 
trade commission on the grounds that 
the FTC never hesitated to attack pri- 


vate insurance advertising, but never 
campaigned against the Blues. 

“Quit being a patsy,” he urged his 
listeners. “Quit being afraid to speak 
out.” 

Individuals planning their estates 
should be certain that life policies 
were properly qualified for the marital 
deduction, Mr. Schultz declared at the 
estate planning session. He also said 
that provision should always be made 
to guarantee the application of the 
marital deduction in event of a com- 
mon disaster. 

Mr. Laikin aroused much interest 


in discussing sections of the internal 
revenue code dealing with redemption 
of stock interests by corporations and 
the so-called “attribution rule” under 
which a stockholder who is having 
stock redeemed by a corporation is 
considered as constructively owning 
stock which is actually. owned by a 
spouse, child, grandchild or parent. 
Such attribution of ownership could 
possibly result in the purchase price 
paid by the corporation being held to 
constitute a taxable dividend to the 
stockholder or his estate, Mr. Laikin 
said. 
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THERE IS 
A DIFFERENCE 


What is the principal difference between an expertly edited weekly insur- 
ance newspaper such as The National Underwriter and an equally well 
edited monthly paper? 


It is mostly readership. The average monthly paper is educational, 
inspirational, devoted to how, when, where and what to sell. What it 
contains is of the most value to those who are interested primarily in 
these phases of the business—the basic fundamentals. Often its readers 
are new, and comparatively inexperienced and immature agents. Many 
cf them will not be in the business five years from now. For them, this is 
the kind of reading that may be taken or left alone; put aside or forgotten. 


In contrast, what appears in every issue of The National Underwriter 
demands attention mow, the day it is received. It is live, topical and 
timely. It has the same absorbing interest as a daily newspaper, and so 
it cannot be sidetracked or ignored. Instead, it is immediate, compulsory 


Finally, it is certainly not the product of one editor and his part time 
assistant. Each issue is the composite achievement of ten full time editors, 
five in New York and five in Chicago plus more correspondents in more 
important cities than are maintained by any other insurance paper. 


Without further comparisons or elaborations, don’t you agree that the 
readability of The National Underwriter is obvious and demonstrable? 
That is why it is the indicated paper in which to advertise, in which to 
convey messages, announcements, viewpoints, anything that you want 
to say to those in the insurance business that count, those who make the 


decisions—the success group. 
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C ommitt e Against session, nearly all of which was de- should not be in the position of draft- Mutual Service Hails 


NALU’‘s Drafting 
of Bank-Loan Curb 


ROANOKE—The federal law and 
legislation committee of National Assn. 
of Life Underwriters went on record 
Monday as being against supplying 
language to the Mills subcommittee of 
the ways and means committee that 
would curb the sale of bank loan life 
insurance. 

Toward the end of an all-morning 


voted to the bank-loan plan, the NALU ing language that would implement 
committee, during its midyear delibera- what the treasury and the Mills sub- 
tions, voted to recommend that NALU committee are trying to do, particular- 
counsel Carlyle Dunaway be instruc- ly in view of the fact that with all the 
ted to cooperate closely with the Mills effort there has been to draft restric- 
subcommittee in the interests of poli- tions it has thus far been found im- 
cyholders but not to initiate or submit possible to do so without endangering 
legislation with respect to the bank- the rights of policyholders to borrow 
loan plan. against their policies for customary 
The federal law and legislation com- purposes. It will be the special concern 
mittee did not alter its position of of NALU to make sure that whatever 
being in accord, with efforts to curb legislative curbs may be proposed do 
what NALU regards as abuses of the not interfere with these rights. 
bank-loan plan but it felt that NALU Gerard S. Brown, Penn Mutual, Chi- 


Good Year at Annual 


and Sales Meetings 


Mutual Service group of St. Paul 
held its annual meeting and the Pres. 
ident’s Club sales congress in Minne. 
apolis this week, celebrating gains on 
all fronts during 1956 and an excellent 
start for 1957. President F. F. Rondeay 
reported that Mutual Service Casualty 
had an underwriting gain, despite the 
many unfavorable factors in the busj- 
ness, and increased its surplus p 





$523,994 to a total of $4,396,775. Mu- 
tual Service Life wound up the year 
with almost $125 million in force, an 
increase of 23%, and surplus of $1,- 


cago, emphasized the advisability of 
continuing to cooperate with the Mills 
committee, thereby being in on dis- 
cussions leading up to whatever legis- 
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Guardian's 1957 policies —the most modern in the life insurance 
industry — provide an ideal solution for most business insurance prob- 
lems by contractual guarantee: 


1. Corporations, partnerships, trustees, assignees, may elect seitlement 
options, including life income options, and be the payee under any 
option; 


2. Beneficiary may be changed by owner-beneficiary within 90 days 
after death of insured, permitting transfer of proceeds to, and elec- 
tion of options by, or for the widow when release of stock or part- 
nership interest is executed; 


Repayment of policy loans permitted after death or maturity of 
policy, to be added to proceeds applied under an option — with 
many possible tax advantages. 


Get the full story from your Guardian manager, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 


220,710, the increase being $194,321. 
The 40 leading producers and their 
wives were guests of the group at the 
sales congress Monday, which was 
opened by R. N. Eller, vice-president 
in charge of sales and underwriting, 
L. B. Van Treese, director sales opera- 
tions, presided at the morning session 
and C. W. Lehman, director field sery. 
ice, was the afternoon chairman. Mr, 
Rondeau was the luncheon speaker, 
stressing that the sales climate for the 
coming year should remain favorable 
and that the multiple line setup of the 
group puts its field force in a most 
advantageous position, despite the fact 
that competition is bitter and will 
probably become even more so. 


lation may be drafted, rather than 
being faced with a fait accompli. 

Eugene M. Thore, general counsel of 
Life Insurance Assn. of America, re- 
called that efforts to draft bank-loan 
curbs that would not hamper policy 
loans for other purposes had met with 
failure and he warned that “if you are 
going to submit something it seems in 
order to take a good look at it.” He 
cautioned against possible ‘“mouse- 
traps,” like an implied admission that 
life insurance is a tax-free investment. 

Mrs. Eunice Bush, Mutual of New 
York, Baton Rouge, who made the mo- 
tion that was finally adopted, said she 
was motivated in large part by the fact 
that suggested legislation often turns 
out to be quite different from what 
was offered. 

Louis J. Grayson, Travelers, Wash- 
ington D. C., a trustee of NALU sug- 
gested telling the Mills subcommittee 
that NALU affirms its position on 
bank-loan sales but that it has been 
unable to find words to implement it 
without doing a great deal more harm 
than good. 

Judd Benson, Union Central, Cin- 
cinnati, emphasized the difficulty of 
curbing bank-loan sales without en- 
dangering the rights of policyholders 
to make other types of loans. Particu- 
larly in the case of a man who had 
bought his insurance without any 
thought of a bank-loan plan but later 
found it necessary to borrow to pay 
premiums. 

As far as the present session of Con- 
gress is concerned, however, it is gen- 
erally conceded that bank-loan legisla- 
tion is a dead issue. 

There was some discussion on seek- 
ing legislation to make life insurance 
proceeds free from federal income tax 
liens. There are conflicting court de- 
cisions on this and there is a conflict 
between federal and state laws in 
states having creditor exemption stat- 
utes. However, the prevailing opinion 
in the committee was that this would 
not be a wise time to seek such legis- 


iJ e s 

There were two outside speakers, 
H. L. Nutt, director Life Insurance 
Marketing Institute of Purdue uni- 
versity, who talked on life insurance 
interviews, and J. C. O’Connor, Cin- 
cinnati, executive editor Fire, Casual- 
ty & Surety Bulletins of the National 
Underwriter Co., who discussed cas- 
ualty trends and problems. Elmer Ki- 
vimaki, district manager at Virginia, 
Minn., a leading district, talked on 
“Why Mutual Service” and there was 
a symposium of five top agents. They 
were Richard Andren, Minneapolis, 
who discussed the market for home- 
owners policies, Harry Boll, Fond du 
Lac, on life insurance, Ernest Berg, 
Eau Claire, on the market among 
farm cooperatives, Walter Podpeskar, 
Virginia, who won the “man of the 
year” award, on multiple line sales, 
and Ernest Clementson, Cambridge, 
Minn., winner of the “rookie of the 
year” award, on the reactions of a 
new agent. 

Commissioner Sheehan of Minneso- 
ta spoke at the Wednesday morning 
session of the annual meeting. The 
dinner Tuesday featured a panel dis- 
cussion on new uses of nature’s forces, 
Dean J. M. Nolte of University of 
Minnesota was moderator and V. J. 
Schaefer, Munitalp Foundation, and 
Prof. Richard Jordan of University of 





lation. Minnesota were the speakers. 
JulesKramerBecomes General American Sets 
Institute Director of up Group Men's Council 
Economic Information President Powell B. McHaney has 


appointed a five-member group rep- 
resentatives advisory council of Gen- 
eral American Life to supply advice 
and recommendations to the compa- 
ny’s officers on methods, practices and 
policies that will be of assistance to 
the company. General American Life 
already has a general agents advisory 
council and a home office employes 
advisory council with the same pur- 
pose for their respective areas of 
activity. 

Robert Guy, district group manager 
at Detroit, was appointed chairman of 
the new group advisory council. Mem- 
bers of this group are Ernst Venver- 
loh, San Antonio, Ernest T. Mickey, 
Kansas City, Robert Gilbert, San 


Jules Kramer, a member of the press 
bureau staff of Institute of Life Insur- 
ance since 1943, has been named di- 
rector of economic information. 

In that capacity, he will continue to 
have primary responsibility for the in- 
stitute’s bulletin of economic inter- 
pretation, Money-Matters, and will as- 
sume additional responsibilities in the 
field of economics as it relates to the 
public relations work of the institute 
and its staff. Before joining the insti- 
tute, Mr. Kramer worked on news- 
papers in New England, New Jersey 
and New York, and was with J. Wal- 
ter Thompson Co. 





Francisco; Max Loose, Chicago. 
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Governor Pushes 
Reorganization of 


fexas Department 


AUSTIN—Gov. Daniel and Attorney 
General Wilson last week testified in 
support of Rep. Bell’s bill to reorganize 
the Texas board of insurance commis- 
sioners by having a_ policy-mak- 
ing, rule-setting and rate-determining 
poard of three members and putting 
all administration in the hands of a 
commissioner of insurance. 

Gov. Daniel, in appearing before the 
house insurance committee, pointed to 
recent disclosures about private deal- 
ings of members of the board with the 
defunct ICT of Dallas and related firms 
as evidence of the need for corrective 
legislation. In elaborating on this con- 
dition, he recommended a provision 
for a criminal penalty to punish such 
action in the future. 

The governor deplored the fact that 
the board had not acted as a unit be- 
fore January 1 of this year, declaring 
that the three members had set up 
“three separate little kingdoms” in vio- 
lation of the directive in the 1955 law. 
While commending the board’s present 
efforts to work as a unit, he argued 
that “reorganization is necessary to 
make sure that the will of the legisla- 
ture would be carried out and assur- 
ance be given against a repetition of 
recent events that have hurt not only 
the insurance industry but the state and 
its people.” 

Mr. Wilson, who also favors reorgan- 
ization, praised members of the present 
board for their cooperation with his 
department in current insurance in- 
vestigations. : 

The house committee has called on 
the present board members to present 
their views on what Gov. Daniel calls 
this “important piece of legislation” 














for this session. 


N. C. Bill Would Bar 


Insurance Tie-in Sales 


Rep. Hostetler of Hoke, former dep- 
uty commissioner, has introduced four 
bills sponsored by North Carolina 
Assn. of Life Underwriters. 

One bill would prohibit life insur- 
ance tie-in sales. Another would per- 
mit group life to be written on groups 
of 10 or more, where now the group 
must number at least 25. A third 
would prohibit any type of survivor- 
ship fund in life insurance contracts. 
The fourth would specify that life pol- 
Icles must be countersigned by resi- 
dent agents. 

Mr. Hostetler also introduced, at 
Commissioner Gold’s request, a bill to 

prohibit agents from selling policies on 





military reservations for companies 
not licensed in the state, except in 
cases where a serviceman could not 
obtain insurance from a company li- 
censed in the state. Then he would ask 
the commissioner’s permission to buy 
from an unlicensed company. 


Kentucky High Court 
Rules Man Can Adopt 
Wife as Heir and Child 


LOUISVILLE—The Kentucky Court 
of Appeals as of March 22, held that a 
husband, under Kentucky laws, has a 
right to adopt his wife. The statute is 
unrestricted and unqualified. 

The court, the highest tribunal in 
the state, held that the $64,000 trust 
estate of Robert Graybill, Lexington, 
Ky., should go to his widow, whom he 
adopted as “his child and legal heir 
at law,” in a circuit court action in 
March, 1941. 

Mr. Graybill’s money came from a 
trust estate set up by his mother, who 
stipulated that it passed on to his 
heirs at law, after Graybill’s death, 
and if there were no heirs, the money 
should go to charity. After Mr. Gray- 
bill’s death in 1955, relatives brought 
suit, in which they questioned the 
adoption, claiming that they were na- 
tural heirs, since the Graybills had 
no children. 

However, the Court of Appeals held 
that the law “authorizes any adult per- 
son to make for himself an heir, irre- 
spective of age.” 

This would answer the question of 
whether a man has the right to adopt 
his wife as his child and legal heir at 
law? 





Corporate Tax Problems 
Need Special Care by 
Estate Planners: Young 


Tax problems relating to formation 
of a corporation require special atten- 
tion in estate planning, according to 
Milton Young, New York City attorney, 
who spoke on the annual estate plan- 
ners’ day program sponsored by Wash- 
ington CLU chapter and Life Insurance 
& Trust Council. 

Particular attention should be given 
to the various forms of capitalization, 
along with methods by which corporate 
funds may be used with a minimum of 
income taxes and an examination of 
the relationship of stockholders to each 
other and to the corporation, Mr. 
Young said. 

The tax aspects of estate planning 
are as varied and, in some cases, as 
intricate as the tax law itself. The 
proper understanding of the federal in- 
come tax during lifetime often makes 











Max M. Matson 
(second from left) 
of the Cleveland 
agency of Mutual 
Benefit Life was 
honored for lead- 
ing the company 
in 1956, when he 
was guest of honor 
at dinner given at 
Palm Beach, Fla., 
where Mr. Matson 
has a winter home. 


possible the estate which must inevi- 
tably arise. 

“Of what use is it to carefully plot a 
marital deduction formula clause to 
minimize estate taxes if the careless 
sale of stock, for example, in a closely 
held corporation produces an income 


tax deficiency that sharply reduces 
that same estate?” Mr. Young asked. 
“On the other hand, carefully conduct- 
ed affairs during lifetime may be fol- 
lowed by a carelessly planned estate, 
producing an overpayment of estate 
tax.” 
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sci 2 Benefits begin after med- 
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COVERS 


1 Medical treatment 
2 Surgical treatment 


3 Prescribed medicines 
or medical supplies 
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When a bad sickness or injury 
comes along with medical bills 
that run into the thousands — 
what could be sweeter than to 
have a Union Mutual 


MAJOR MEDICAL 


standing by to pay a large 
part of the expense. 


And a UM Major Medical 

can be sweet music saleswise 
for you. It’s bound to make 
you friends ’cause it offers true 
high limit protection at 
surprisingly low cost. 


begin when $500 of medical 
expenses is —— ~ po 
te for all family - 
re unl AND tlhe $7,500 
limit is available to each 
injured family member. 


5 Protection of ownership — 
except in the event of a 


ate increase for 
ee a classification, 
the Company cannot increas¢ 
the premium, OF cancel or 
refuse to renew the _policy 
before its termination at 


age 65. ‘ 
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4 Hospital room and 
board 


5 Hospital services and 
supplies 


6 Full-time private duty 
nurse or nurses 


LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P.Q. 


Shown here at the 
dinner, which oc- 
curred just before the general agents’ convention at Boca Raton, Fla., are 
(from left), L. W. McDougall, Mr. Matson’s general agent and the win- 
ner of the president’s trophy for having the best all-around general agency 
for the year; Mr. Matson; President H. Bruce Palmer, and Charles G. Heitze- 
berg, vice-president in charge of agencies. Mr. Palmer presented an oil paint- 
ong Ad = and paid tribute to his “service to the business community 
in nation.” 





America’s Eighth Oldest Life Insurance Company. 


Rolland E. Irish, President - John R. Carnochan, Vice President in Charge of Agencies 
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COMMENT 





An Ally Against Inflation 


So much of today’s dangerously in- 
flationary overspending is for auto- 
mobiles that it is gratifying to find 
one manufacturer, American Motors 
Corp., trying to show people the folly 
of buying bigger and more expensive 
cars than they have any need for. 
American Motors, it would appear, has 
the basis for a powerful appeal to life 
insurance men as buyers and boosters 
of its Ramblers and Metropolitans. The 


people will continue to think it per- 
fectly reasonable that 24% of consum- 
er income should go, as it did last 
year, for the purchase and operation 
of automobiles. 

For these reasons, there is obviously 
a strong community of interest be- 
tween life insurance and any car man- 
ufacturer that will put its merchan- 
dising stress on reliable, economical 
transportation rather than on space- 


same would be true,.-.of.ceunse, ef any.Ship.ttyling, dangerously high horse- 


other manufacturer that would switch 
its sales emphasis from its bigger, 
gaudier, faster and more powerful 
models to its stripped-down, standard- 
shift, minimum-price line. 

American Motors, with its “Dino- 
saur in the Driveway” advertising 
theme, is thus far the only U. S. auto- 
mobile manufacturer to jab the needle 
of ridicule into the hyped-up ballyhoo 
for the ever faster, more powerful, 
longer, wider, and lower autos that 
are difficult to park, that lure drivers 
into taking dangerous chances with 
speed, and that seduce the typical 
American into laying out money in 
monthly payments that he should be 
using for building up a decent insur- 
ance and retirement program. 

President George Romney of Ameri- 
can Motors has had the welcome ef- 
frontery to poke fun at the mastodon 
trend in cars. Of course, it’s part of his 
program to promote his Rambler car, 
which accounted for 75% of Nash-Hud- 
son sales last year and which is Amer- 
ican Motors’ white hope for pulling 
out of the red. 

With plenty of room for six full- 
sized passengers, the Rambler is by 
no means a tiny car yet it represents 
a sensible compromise for families 
who need economical transportation 
but who also need more room than is 
to be had in the 4-passenger cars like 
the popular Volkswagen. Incidentally, 
for the benefit of those who find 4- 
passenger capacity enough, we hope 
the rumors that American Motors is 
getting ready to bring out a 4-pas- 
senger version of its Metropolitan 
prove true. In fact, if it could be made 
wide enough to seat six people with a 
little squeezing we believe the market 
for this sturdy little Austin-built car 
would be vastly increased—with a 
consequent increase in money avail- 
able for saving. 

The reason we are especially happy 
about Mr. Romney’s attack on auto- 
elephantiasis is that there are so few 
sources from which such an attack 
can come. Newspapers and nationally 
circulating magazines get so much ad- 
vertising from the big automobile 
manufacturers that they are not likely 
to crusade for a more sensible attitude 
toward car buying. So unless there 
is someone like Mr. Romney to point 
out and ridicule the silliness of what 
is going on, the deluded multitudes 
will go on judging a car’s beauty by 
the size of its tail-fins, its modernity 
by how much neck-bending it takes to 
get through the door, and its safety by 
its zero-to-60 acceleration time. 

Unless somebody wakes them up, 


power, and complicated, costly, hard- 
to-fix extra equipment. The more 
people can be induced to buy cars as 
transportation rather than as a means 
of impressing their neighbors or grati- 
fying their lust for power, the more 
money will be available for other pur- 
poses—including life insurance and 
other forms of anti-inflationary sav- 
ing. 

Despite the help this would be to the 
life insurance business and to the fight 
against inflation, the initiative would 
have to come from the car manufac- 
turer. For public relations reasons the 


a 
life companies, either singly or ¢g). 
lectively, would doubtless hesitate to 
ally themselves with one motor ¢ar 
manufacturer and thereby imply g 
critical attitude toward the others 
Moreover, every company has agents 
who have clients among dealers and 
other personnel connected with all the 
manufacturers. It would be poor cys. 
tomer relations for a home office to 
favor one manufacturer while the in. 
surer’s agents are trying to maintain 
a loyal following among dealers ang 
employes of other manufacturers as 
well. 

But there is no reason why a manu- 
facturer could not tell its story to the 
life agents and enlist their support for 
a company that is campaigning to get 
people to buy sensibly-sized cars in. 
stead of gas-eating monsters whose 
purchase calls for shocking inroads 
into the family budget. If a sufficient 
number of life agents were to buy and 
boost the Rambler and Metropolitan 
it could well be a major factor in pull- 
ing American Motors out of the red, 
As the lone spokesman for a more 
sensible car-owning attitude, Ameri- 
can Motors deserves the good wishes 
of every life insurance man. It would 
be a pity if its voice were stilled be- 
cause 200,000 or so potential allies 
were not alerted. 








PERSONAL SIDE OF THE BUSINESS 





Oren D. Pritchard, Union Central 
Life manager at Indianapolis, secre- 
tary of NALU and candidate for the 
vice-presidency, has been appointed a 
colonel on the staff of Gov. Chandler 
of Kentucky. His commission was an- 
nounced at a meeting of the Lexington 
Life Underwriters Assn. March 15. Mr. 
Pritchard addressed the meeting. 


Holgar J. Johnson, president of In- 
stitute of Life Insurance, has been 
elected president of United Service 
Organizations, Inc., which works in the 
behalf of men and women in military 
services. 


Harrison B. Clapp, secretary of Mas- 
sachusetts Mutual, has been elected 
chairman of the board of governors of 
Hampden, Mass., council, which coor- 
dinates the activities of four-area 
planning and advisory organizations. 


Donald F. Barnes, Institute of Life 
Insurance director of advertising and 
promotion, was pictured in a three- 
column cut in Sunday’s New York 
Times showing the Institute’s new 
anti-inflation advertising copy. With 
the picture was a column-long feature 
story on the new campaign. 


Wallace Fulton, public health asso- 
ciate of Equitable Society, gave a ra- 
dio talk on the growth of organized 
family life education in schools, col- 
leges and community agencies through- 
out the U. S. 


Ralph R. Lounsbury, president of 
Bankers National Life, has been 
named chairman of a $300,000 cam- 
paign to move Camp Madeleine Mul- 
ford, a Girl Scout camp, from Branch- 
ville, N. J., to Blairstown, N. J. 


Harry W. Dingman, vice-president 
of Continental Assurance, and Mrs. 
Dingman are completing the last leg of 
a world tour, which they began last 
November. Among places visited were 
Rio de Janeiro, South Africa, Maritius, 


Singapore and Hong Kong. Mr. Ding- 
man writes that he was guest of an 
old acquaintance, Dr. Tsugitake Isshi- 
ki, medical director of Asahi (Morning 
Star) Life, in Tokyo and was invited 
to address Japanese Medical Directors 
Assn. He said he enjoyed a tempura 
dinner, which he describes as _ being 
sea food, “uncooked, half-cooked, re- 
ally cooked.” While sitting “frog fash- 
ion” with shoes off according to native 
custom, Mr. Dingman reports he was 
embarrassed to discover a hole in his 
sock. 


New Mexico Hospital Assn. at its 
annual meeting in Albuquerque pre- 
sented its annual award of merit to 
Commissioner Ralph Apodaca for his 
contribution to health and welfare ac- 
tivities in the state. Mr. Apodaca was 
cited for contributing to the cause of 
hospitals of New Mexico “through his 
interests in and devotion to the field of 
health insurance.” 


O. W. Osborn, vice-president and 
sales director of Michigan Life, re- 
cently addressed the East Grand Rap- 
ids Kiwanis club. His topic was “Se- 
curity—It’s Wonderful.” 

Gabrielle Mantz, daughter of Paul 
N .Mantz, president of Homesteaders 
Life of Des Moines, was married re- 
cently in Denver to James O’Hayre. 


Dennis E. McTigue, with Northwest- 
ern Mutual Life at Fort Dodge, Ia., is 
in the hospital recovering from ab- 
dominal surgery. After about two 
weeks in the hospital, he will return 
to his home for further recuperation. 


A. I. Jocobson, with New York Life 
at Chicago for 56 years, will be hon- 
ored at a testimonial dinner at the 
Hotel Sherman April 28 for his “serv- 
ice to Judaism.” The dinner of tribute 
is being given under the auspices of 
the Hebrew Theological College, which 
is building a new $5 million campus 
in Skokie, a suburb of Chicago. Mr. 
Jacobson, who is 79, was given his 
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company’s “50-Year Award” in 1951, 
and has been a senior NYLIC since 
1921. Many of his friends and business 
associates have been invited to the 
testimonial dinner. 


Miss Ann Hoffman, daughter of 
comptroller Maxwell Hoffman of Na- 
tional Assn. of Life Underwriters and 
Mrs. Hoffman, has become engaged to 
Lyle B. Lancaster, son of Mr. and Mrs. 
Loren F. Lancaster of Sabetha, Kan. 
Miss Hoffman, who attended her first 
NALU convention when she was three 
years old, has been at five of the last 
six annual meetings, and is widely 
known to NALU members. She has 
peen for the last 2% years at the New 
York Life home office. The wedding 
will take place in the fall. Mr. Lan- 
caster has been in the army and has 
just gone with Ginn, Stockett & Fiske, 
Washington, D. C., office equipment 


firm. 








Republic National 


Prepares New Sales Kit 


A new-sales kit of plans for small 
groups of 10 to 24 employes has been 
prepared by Republic National Life. 
The kit is made up of nine package 
plans and designed for both agents 
and ‘brokers. Among coverages listed 
in the kit are: Life insurance, acci- 
dental death and dismemberment, 
A&S, hospitalization, surgery, doctors’ 
calls in the hospital, diagnostic X-ray, 
and laboratory and special diseases. 


DEATHS 


GEORGE W. DUNN, 38, a partner 
with C .W. Haines in the Haines & 
Dunn general agency of New England 
Life at Philadelphia, died in his home 
in Bala-Cynwyd, Pa. 


GORDON A. RAMSEY SR., Glen- 
view, Ill., chief pension examiner in 
the Illinois department from 1941 until 
1949, died. 


JACOB L. ZUBER, 70, owner of a 
Houston insurance agency bearing his 
name and director of Continental 
American Life, died. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, March 26, 1957 
Previous Current 
Week’s Bid Bid Asked 
173 176 178 
17% 17% 
84 86 89 
90% 91 94 
78 78 81 




















Aetna Life oo... 
Beneficial Standard 
Cal.-Western States 
Colonial Life ........... 
Columbian National 
















Commonwealth Life .. 19% 20% 21% 
Connecticut General .. 248 242 245 
Continental Assurance 113 114 116 
Franklin Life ......... 92 8942 92 
Great Southern L 17 W7 80 
Gulf Life ............... 26 26 27 


Jefferson Standar 


Kansas City Life ... 1110 #1110 1130 
Life & Casualty . 20% 20% 21% 
Life Insurance Inv 13% 13% 14% 
Life of Virginia ...... 97 97% 99% 
Lincoln National Li 198 198 202 


National L. & A. .... 
North American, Ill. 
N. W. National Life 
Old Line Life ...... 
Ohio State Life .... 
Republic Natl. Life 
Southland Life .... 





United, Il 22% 22 23 
U.S. Life oon... 264% 26% 27 
West Coast Life ........... . 4 46 48 
Wisconsin National Life .... 54 53 56 





ASSOCIATIONS 


S. F. GAs Told to Expect 
New Horizons in Life 


Life insurannce is marching toward 
a new horizon—one which has been 
little thought of and which as previ- 
ously been considered impossible to 
reach, Gordon Cantelon, Pacific coast 
agency director of Guardian Life, pre- 
dicted at a meeting of San Francisco 
General Agents & Managers Assn. 

If the general agent or manager 
does not know himself “where we are 
going,” it will be hard for him to guide 
his agents, Mr. Cantelon declared. 
Some of the new developments which 
can be expected and which in some 
cases are now being considered exper- 
imentally are: a 75% increase in in- 
surance in force, extension of coverage 
to persons up to age 75 and 80, pre- 
natal life insurance, a revision of the 
commission system, a single basic pol- 
icy similar to comprehensive property 
forms to which endorsements can be 
attached, and stronger competition 
from over-the-counter sales. 

Mr. Cantelon said agency managers 
must recruit more, but that no com- 
pany should permit a manager to con- 
tinue to recruit when he hasn’t done 
“right” by the men he has. Today’s 
agent, he said, wants more faith, more 
understanding and supervision from 
his manager. He also pointed out that 
many times he had found an agent 
being turned loose because he did not 
produce sufficiently, but who has po- 
tential talents for supervision and ad- 
ministration. The business, in view of 
present trends, should not lose such 
men, he said. 








Texas Endorses McMillon 
of B. M. A. for NALU Trustee 


R. L. McMillon, manager of Abilene 
for Business Men’s Assurance and pres- 
ident of Texas 
Assn. of Life 
Underwriters, has 
been endorsed for 
trustee of National 
Assn. of Life Un- 
derwriters by the 
Texas association 
and recommended 
for nomination to 
that post by West 
Central Texas Life 
Underwrit- 
ers Assn. 

Mr. McMillon 
has served twice as president of the 
West Central Texas association. He 
entered insurance in 1946 with B.M.A. 
and was promoted to district manager 
of west Texas last year. 

In demand as a speaker, Mr. McMil- 
lon made over 100 appearances 
and traveled 76,570 miles before groups 
in the U. S. and Canada in 1956 alone. 





R. L. MeMillon 





LANSING—Don C. Kent, Equitable Society, 
Detroit, addressed the March meeting. His 
topic was ‘Prospects for Success.’ 


BUFFALO—John FE. Mann, 
Mutual, Albany, spoke. 


Massachusetts 


GRAND RAPIDS—The March meeting fea- 
turee_a panel discussion by a “business insur- 
ass» team’’. Panel members were: Platt Dock- 
e:y, attorney; Gordon Kauffman, certified pub- 
lic accountant; John H. Uhl, assistant vice-presi- 
dent of Michigan National Bank; and J. Leslie 
Livingston, regional director of Franklin Life. 


MUSKEGON—Daniel P. Cahill, Mutual Life of 
New York manager at Grand Rapids, ad- 
dressed the monthly meeting. Carroll K. 
Streeter, vice-president of the Michigan asso- 
ciation, was guest at the meeting. 


Plan New Association 


in Southern Indiana 


The first meeting toward formation 
of a new local life underwriters as- 
sociation in the area of Tell City, Ind., 
was held recently. The area contem- 
plated is Perry, Dubois, and Spencer 
counties in the extreme southern por- 
tion of the state. A second meeting to 
work out the organization will be held 
March 30, according to E. E. Verdon, 
Life of Virginia, Evansville, Ind. state 
association president. 








FRATERNALS 


Modern Woodmen Reaches 
$200 Million in Assets 


Assets of Modern Woodmen, which 
during 1956 rose $4 million to $199,- 
562,937 at the end of the year, passed 
the $200 million mark in January. A 
total of $120,759,381 of the assets, or 
60.5%, are invested in bonds, while 
a mortgage loans totaled $49,468,- 

49. 





Insurance in force, which gained $15 
million during 1956 to a total of $592 
million as of Dec. 31, rose to $595 mil- 
lion as of March 1 this year. 

Premium income during 1956 was 
$15 million, bringing the aggregate in- 
come to $24,400,000. Disbursements 
were $21,700,000. Dividends to mem- 
bers increased by $700,000, with total 
payments to policyholders and benefi- 
ciaries exceeding $15,400,000. 


ARTHUR P. RIEDEL, 58, general 
agent for Knights of Columbus at Mil- 
waukee, died. 


Chicago A&H Assn. 
Elects 1957-58 Officers 


Frank O. Watt, Washington Nation- 
al, was named president of the Chica- 
go A&H Assn. at the March luncheon 
meeting of the group, to succeed John 
E. Sonin, Central Standard Indemnity. 

Assisting Mr. Wait . ad eae 
1957-58 will be Vice-Presidents Jack 
Olson, Combined of America; Richard 
W. Weiler, Meeker-Magner Co., and 
Vincent T. Manno, Modern Life & 
Accident, as well as Daniel X. Marlow, 
Provident Life & Accident, secretary- 
treasurer. 

Newly elected directors include Mr. 
Sonin, Edward Cheek Jr., Connecticut 
General Life; Richard J. Donaldson, 
All-American Life & Casualty; M. E. 
Farris, L. F. Hawley Agency; Lee 
Hougland, Parker-Aleshine & Co; 
Robert H. Martin, North American 
Accident; Thomas J. O’Neill, Central 
Standard Indemnity; John R. Scan- 
lan, Fireman’s Fund Indemnity; Ed- 
win H. Schell, Prudential, and W. C. 
Woodyard, Continental Casualty. 

A new bylaw combining the offices 
of secretary and treasurer into one 
was adopted by the members at the 
meeting. 

Officers will be installed at the as- 
sociation’s annual banquet, which will 
be a dinner-dance at the Conrad Hil- 
ton hotel on May 16. 

Speaker at the March meeting was 
Edward Bradley of the Chicago office 
of the Dale Carnegie Institute. He 
gave the members several tips on how 
to improve their memories for names 
and faces. 
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KENTUCKY + TENNESSEE - ARKANSAS 
LOUISIANA «+ MISSISSIPPI - FLORIDA 
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Special Ground Fioor 
Opportunities Available 


LIFE > ACCIDENT & SICKNESS 
2 HOSPITALIZATION * GROUP 


MORE COMPETITIVE . . .L.I.C.A. offers a complete portfolio—policies 
filled with unusual selling features . . . loaded with advantages you can 
get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING . . .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 


MORE ADVERTISING . .. We help you develop sales potential 
through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU .. . This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


INVESTIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Del 


LIFE »- A and S «+ GROUP + HOSPITALIZATION 
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Ehrman, Lincoln National, Pittsburgh; J. H. 
Fargason, Great Southern, Houston; K. C. 
Fitch, N. Y. Life, Wichita, Kan.; W. T. Flem- 
ing, Phoenix Mutual, Philadeiphia; B. W. 
Frederick, National Life of Vermont, Atlanta; 
J. H. Gerson, Equitable Society, Atlanta; B. H. 
Gibson, Jefferson Standard, Harlingen, Tex.; 
H. T. Gillen, N. W. Mutual, Newark; E. T. 
Golden, New York Life, San Francisco; C. K. 
Gordy, Fidelity Mutual, New Haven; T. F. 
Graves, N. Y. Life, Los Angeles; T. R. Haw- 
kins, Equitable of Iowa, Jackson, Mich.; Sadler 
Hayes, Penn Mutual, New York City. 

J. D. Haynes, Franklin Life, Fort Wayne; 
H. W. Hays, Mass. Mutual, Rochester, N. Y.; 
H. E. Henry, N. Y. Life, Columbus, O.; Paul 
Hemann, N. Y. Life, Providence; W. N. Hil- 
ler, Penn Mutual, Chicago; R. M. Hirsch, 
Provident L. & A., Chicago; Syd Hoare, Can- 
ada Life, Vancouver; C. P. Hochstadter, Pacific 
Mutual, Cincinnati; E. C. Hoelscher, N. W. 
Mutual, Chicago; C. E. Hoenk, N. W. Mutual, 
South Bend; H. N. Hoffman, N. Y. Life, Ar- 
lington, Va.; H. G. Horn, Business Men’s As- 
surance, Portland, Ore.; A. S. Howes, Conn. 
Mutual, New York City; J. M. Huberman, 
Equitable Society, Boston; H. G. Hunt, Provi- 
dent L. & A., Greenville, S. C.; E. E. John- 
son, American National, Springfield, Mo.; Gus- 
tave Jay, Fidelity Mutual, Newark; H. P. 


Jones, Atlantic Life, Pittsburgh; H. P. Karls- 
ruher, N. Y. Life, New York City; H. M. 
Katzen, Mutual Trust, New York City; John 
Kellam, National Life of Vermont, New Canaan 
Conn.; W. J. Keyes, Security Life & Trust, 
Greensboro, N. C.; C. J. King, Mutual Bene- 
fit Life, Kansas City; W. H. King, Mutual 
Benefit Life, Lima, O.; W. J. Kinnally, N. W. 
Mutual, Milwaukee. 

C. T. Knox, Mutual of N. Y., Buffalo; M. J. 
Koch, N. W. Mutual, Cincinnati; M. A. Lait- 
man, Home Life of N. Y., Valley Stream, 
N. Y.; H. G. Larsen, N. Y. Life, San Mateo, 
Cal.; W. F. Lee, Penn Mutual, Philadelphia; 
S. J. Levine, Mutual of New York, Chicago; 
M. L. Levy, Imperial, Toronto; H. R. Linden- 
berger, Ohio National, York, Pa.; H. R. McCoy, 
Penn Mutual, Philadelphia; J. L. McDowell, 
N. Y. Life, New York City; H. S. McIntyre, 
N. W. Mutual, Minneapolis; W. L. McKechney, 
N. W. Mutual, Chicago; C. A. B. MacRury, 
Great-West, Vancouver; L. C. Mascotte, Lincoln 
National, Fort Wayne; Louis Matsuoff, Kansas 
City Life, Dayton, O.; G. C. Maxson, Penn 
Mutual, San Leandro, Cal.; C. T. Mayes, John 
Hancock, Los Angeles, Cal.; D. B. Meadows 
Jr., Occidental of N. C., Corpus Christi; K. L. 
Means, State Mutual, Chicago; J. D. Mingay, 
Prudential of England, Toronto; E. J. Mintz, 
N. Y. Life, Salinas, Cal.; L. P. Mirsky, New 





If Your Answer Is YES 
to the Following Questions... 


1. Would you like to be a member of a sales 
force whose average producer -is earning 
at the rate of $18,750 per year? 


ad 


of instances? 


4. Are you willing to work? 


Thon You Belong with... 








One of the Fastest Growing New Companies in the 
Country—offering opportunities far exceeding the 
most optimistic expectations of sales personnel. 


Address all inquiries to: Mark Goode 
Executive Vice-President 
Bunkie, Louisiana 


Would you like to be associated with a 
brand new insurance company which will 
exceed its goal of $25,000,000 individual 
life insurance in force at the end of its 
first twelve months of operation—whose 
Board of Directors, known and respected 
throughout the South, create sales. 


Would you like leads furnished to you by 
the Home Office—leads secured through 
an aggressive advertising program—leads 
that have resulted in sales in the majority 





England Life, New York City; H. G. Mosler, 
Mass. Mutual, Los Angeles; W. H. Muldowney, 
Equitable Society, Grand Rapids; R. T. Mutsch- 
ler, Prudential, Pennsauken, N. J. 

D. L. Mydrick, Great Southern, Lake Charles, 
La.; Edward Neisser, Mass. Mutual, Los An- 
geles; A. J. Nussbaum, Mass. Mutual, Mil- 
waukee; C. M. Ohl, N. W. Mutual, Toledo; R. E. 
Olmsted, Mutual Benefit Life, Providence; 
H. C. Orth, Penn Mutual, New York City; 
M. F. Palmer, Sun of Canada, Edmonton, Can- 
ada; G. E. Parris, Bankers National, Philadel- 
phia; J. H. Peters, Manufacturers, Toronto; 
G. H. Plante, John Hancock, Cleveland; L. T. 
Prettyman, N. W. Mutual, Muskegon, Mich.; 
A. F. Priebe, Penn Mutual, Rockford, II1.; 
R. E. Rasmussen, N. Y. Life, Phoenix; C. E. 
Roberts, Atlas, Tulsa; Ben Rocca Jr., inde- 
pendent, Gilroy, Cal.; R. A. Rosenthal, Mu- 
tual of N. Y., St. Louis; R. H. Ruch, Mutual 
of N. Y., Louisville; J. M. Russon, Massachu- 
setts Mutual, Los Angeles; R. L. Scharff, 
N. W. Mutual, St. Louis; H. R. Schultz, Mu- 
tual of N. Y., Chicago. 

H. J. Schwahn, N. W. Mutual, Milwaukee; 
Max Seigler, Great-West, Montreal; Donald 
Shepherd, John Hancock, Quincy, Mass.; Ben 
Silver, N. Y. Life, Oakland; Adon Smith II, 
N. W. Mutual, Charlotte, N. C.; C. P. Spahn, 
Equitable of Ia., Chicago; B. C. Stangle, Cali- 
fornia-Western States, Seattle; D. T. Steele 
Sr., N. W. Mutual, Dubuque; L. R. Stein, 
Home of N. Y., East Orange, N. J.; G. Steiner, 
Aetna, New York City; B. A. Stevenson, Im- 
perial, Toronto; Warren Stone, N. Y. Life, 
Washington, D. C.; J. B. Stoudemire, Massa- 
chusetts Mutual, Jacksonville, Fla.; D. J. Ta- 
kagi, Occidental of Cal., Honolulu; R. P. Tin- 
nin, Occidental of Cal., Albuquerque, N. M.; 
Ss. L. Turner, New England Life, New York 
City; M. G. Tuttle, Lincoln National, Miami; 
K. L. Van Leuven, N. Y. Life, Spokane; A. J. 
Wohlreich, Confederation, East Orange, N. J.; 
Jack Wolff, Southwestern, Houston; R. E. 
Wood, Phoenix Mutual, San Francisco. 

Life Members 
Franklin Life, Toledo; H. W. 
Beyer, independent, Allentown, Pa.; E. E. 

Biscamp, Franklin Life, Beaumont, Tex.; 

D. M. Brigham, N. W. Mutual, Los Angeles; 

Robert Brilliande, Financial Security, Hono- 

lulu; N. H. Burgheim, N. W. Mutual, St. 

Louis; W. H. Burns, independent, Philadel- 

phia; Mrs. Eunice Bush, Mutual of N. Y., 

Baton Rouge; M. S. Caldwell, Conn. Mutual, 
Salt Lake City; F. J. Campbell Jr., Conn. Gen- 
eral, Philadelphia; N. W. Carr, Jefferson Stand- 
ard, Jackson, Miss.; R. S. Caulkins, Conn. Mu- 
tual, Cleveland; P. F. Clark, John Hancock, 
Boston; J. L. Craig, N. W. Mutual, Milwau- 
kee; R. B. DuVal, Home Life of N. Y., Balti- 
more; F. B. Falkstein, Prudential, Houston; 
H. G. Feldman, Aetna, Pittsburgh; M. P. Ford, 
independent, Boston; A. L. Geller, Pacific 
Mutual, Houston; W. H. Gould, Mass. Mutual, 
Los Angeles. 

Cc. J. Heldman, Prudential, Cincinnati; Isi- 
dor Hirschfeld, New England Life, New York 
City; P. F. Howerton, Conn. Mutual, Char- 
lotte, N. C.; M. N. Kaplan, Prudential, At- 
lanta; F. M. Kelly, N. W. Mutual, Salt Lake 
City; Isidor Knopp, N. Y. Life, New York 
City; E. H. Lattimer, N. W. Mutual, Wausau, 
Wis.; W. W. McGill, Prudential, San Antonio; 
T. B. McGlinn, Mutual Benefit Life, Miami; 
Tom McWNiel, National of Vt., Dallas; R. H. 
MacMinn, Conn. Mutual, Boston; J. R. Mage, 
N. W. Mutual, Los Angeles; R. F. Mellor, 
Mutual Benefit Life, New York City; S. R. 
Mickle, Conn. Mutual, Charlotte, N. C.: G. M. 
B. Morton, Manufacturers Life, Montreal; 
A. M. Nadler, Union Labor, Oakland; Julius 
Nadler, Union Labor, New York City; Jules 
Nassberg, Berkshire, New York City; F. B. 
Northrup Jr., Mutual Benefit Life, Syracuse; 
Frank O’Donnell, independent, Philadelphia. 

Bertram Parker, Southwestern, Corpus Chris- 
ti; G. M. Penley, N. Y. Life, Casper, Wyo.; 
Roderick Pirnie, Mass. Mutual, Providence; 
R. F. Politzer, Canada Life, Cleveland; W. S. 
Pratt, N. W. Mutual, Hartford; R. C. Preble 
Jr., National of Vt., Chicago; C. D. H. Pruss- 
ing, Conn. General, San Francisco; Lloyd 
Ramsey, Mutual Benefit Life, Memphis; A. G. 
Ruben, Mutual Benefit Life, Los Angeles; 
W. I. Russell, N. W. Mutual, Detroit; Clar- 
ence Smith, N. W. Mutual, Chicago; Kenneth 
Spetner, Travelers, St. Louis; H. W. Stanley, 
Equitable of Ia., Wichita; R. H. Stedman 
Jr., Conn. Mutual, Charlotte, N. C.; S. C. 
Steinman, N. W. Mutual, Chicago; DeWitt 
Stern, independent, New York City; F. F. 
Talley, Acacia Mutual, Atlanta; G. G. Terri- 
berry, Mutual Benefit Life, New York City; 
George Twigg Jr., New England Life, Boston; 
J. H. Wilson, Mass. Mutual, Oklahoma City; 
J. K. Wyard, John Hancock, Peoria, IIl.; S. D. 
Wyman, Equitable Society, Boston; Earl Zeb- 
ley, independent, Wynnewood, Pa. 

Life and Qualifying, First Time 

W. B. Arnold, N. W. Mutual, Williamsport, 
Pa.; D. C. Ballou, National of Vt., New Ca- 
naan, Conn.; W. H. Bearden Jr., National of 
vVt., Atlanta; Max Bensinger, N. Y. Life, 


H. A. Aubry, 





Cleveland; J. S. Besecker, N. Y. Life, Ocean- 
side, Cal.; R. C. Brand, National of Vt., New 
Canaan, Conn.; D. M. Comfort, Mass. Mutual, 
Long Beach, Cal.; G. D. Commons, Penn Mu- 
tual, Aurora, Ill.; W. J. Durgin, N. Y. Life, 
New York City; J. L. Feder, Mutual of N. Y., 
New York City; Morris Handler, N. Y. Life, 


—=== 
New York City; S. L. Harris, Equitabie go. 
ciety, Chicago; A. B. Hastings Jr., Mass. My. 
tual, Arcadia, Cal.; M. V. Henkel, Mutual 
Benefit Life, Newark; Ralph Hester, Pan. 
American, Jackson, Miss.; R. C. Holben, 
United Services, Washington, D. C.; G,. W. 
Jackson, Conn. Mutual, Indianapolis; F, y, 
Kettyle, London Life, Montreal; C. J. Krasne, 
Conn. Mutual, New York City; Nat Levine, 
Great-West, Montreal. 

V. A. Liberto, Franklin Life, Laurel, Miss,, 
R. W. Lyon, N. Y. Life, Georgetown, O.; Pp, I 
Maloney, National of Vt., Buffalo; D. J. Mon. 
tanaro, N. Y. Life, New York City; Walter 
Montee, American Fidelity, Pensacola; J, Ww. 
Mooney, N. Y. Life, Clayton, Mo.; F. R. Neu. 
man, Aetna, Grand Rapids; H. J. Peirce, Mass, 
Mutual, Indianapolis; E. C. Prahl, Mass. My. 
tual, Milwaukee; Joseph Rogers, N. Y. Life, 
Honolulu; N. C. Scott, N. Y. Life, Los An. 
geles; W. G. Seeburger, Penn Mutual, Phil. 
delphia; R. D. Smith, Mass. Mutual, Dayton, 
O.; O. F. Stoughton, Mutual Benefit Life, 
Savannah; S. B. Sworski, N. Y. Life, Los An. 
geles; C. E. Thomas Jr., N. Y. Life, New Oy. 
leans; Mrs. Moo-Kit Tsui, Prudential, New 
York City; William Winnick, United L. & 4, 
New Haven; K. G. Witt, Prudential, Lincoln, 
Neb.; Mun Charn Wong, Occidental of Cal, 
Honolulu. 

Qualifying and Repeating 

W. G. Adams, Aetna, Toledo; F. M. Arnold, 
Equitable Society, Ann Arbor; Milton 
Equitable of Ia., Oklahoma City; V. J. Ashton, 
Mass. Mutual, New York City; Jack Bane, 
Southwestern, Beaumont, Tex.; M. R. Bear. 
man, Crown Life, St. Louis; R. W. Behmer, 
N. W. Mutual, Detroit; L. G. Bell Jr., Aetna, 
Toledo; Leslie Bell, London Life, Montreal; 
M. J. Best, Northern of Canada, London, Ont; 
A. L. Billings Jr., Penn Mutual, Albany; J, p, 
Bininger, Conn. General, New Haven; J. Kk, 
Blitz, Conn. General, Pittsburgh; Marvin 

Bridges, Prudential, Springfield, Mo.; C, H, 
Brittan, Ohio National, Alliance, Neb.; P. A, 
Broome, N. Y. Life, Jacksonville, Fla.; C, W, 
Brown, Southwestern, Dallas; D. U. Buckner, 
Consolidated American, McAllen, Tex.; W. F 
Burton, N. Y. Life, Grand Island, Neb.; H. L, 
Carlsruh, N. W. Mutual, Milwaukee; L. J. Car. 
man, Conn. General, Springfield, Mass.; Mrs, 
Mary Cassedy, N. Y. Life, Kalispell, Mont. 
G. F. Clark, N. Y. Life, Binghamton, N. Y,; 
A. J. Cochrane, Mutual of Canada, London, 
Ont.; A. B. Coffman, Mass. Mutual, Philadel- 
phia. 

Ralph Cooley, General American, Amarillo, 
Tex.; Barney Copeland, Guardian, Birmingham; 
H. L. Cramer Jr., N. W. Mutual, South Bend; 
B. E. Curry, American General, Houston; C. E. 
Davison, Mutual Benefit Life, Cincinnati; S, K. 
Davidson, Mass. Mutual, Los Angeles; S. C., 
De Cou, Penn Mutual, Philadelphia; C, L., 
Doane, Mutual Benefit Life, Omaha; R, S. 
Felts, N. Y. Life, Hollywood; W. W. Fondren, 
Great Southern, Madill, Okla.; J. B. Froh- 
man, N. W. Mutual, Cincinnati; L. R. Futia, 
Guardian, Buffalo; J. L. Gamsby, North 
American of Canada, Toronto; C. C. Getz, 
Franklin Life, Lancaster, Pa.; C. R. Gibbs, 
Mutual Benefit Life, Los Angeles; L. V. Go- 
dine, National of Vt., Baltimore; H. M. Grier, 
Home Life of N. Y., Detroit; G. F. Griffin, 
Mutual Benefit Life, Elgin, Ill.; G. T. Guerre, 
Ohio National, Lansing; P. S. Hack, N. W. Mu- 
tual, Phoenix; C. F. Hais, Philadelphia Life, 
Cincinnati; E. F. Haldeman, State Mutual, 
Pittsburgh; J. S. Harmelin, Manhattan Life, 
Newark; R. F. Harris Jr., Pilot Life, Char- 
lotte, N. C.; W. A. Hazlett, N. W. Mutual, 
Chicago. 

C. B. Hill, Mass. Mutual, Ithaca, N. Y.; R. M. 
Hirsch Jr., Provident L. & A., Chicago; M. W. 
Howle, Liberty National, Birmingham; W. Z. 
Hyman, Mutual Benefit Life, New York City; 
R. F. Ives Jr., Mass. Mutual, Cincinnati; 
Isadore Jacobson, Bankers National, Perth Am- 
boy, N. J.; A. R. Kapner, Conn. Mutual, Al- 
bany; Con Kelleher, Western Life, Billings, 
Mont.; J. H. Kissinger, N. Y. Life, Honolulu; 
J. R. Kitchen Jr., N. W. Mutual, Montgomery; 
A. E. Kollenberg, Mutual Benefit Life, Chi- 
cago; R. E. Lambert, Mass. Mutual, Boston; 
L. H. Landsberg, Conn. Mutual, Detroit; R. H. 
Lasker, Mutual of N. Y., Eau Claire, Wis.; J. 
W. Leahy, Home Life of N. Y., San Francisco; 
J. M. Leigh, Kansas City Life, Parma, Mo.; Jack 
Liebman, Sun of Baltimore, Chicago; L. J. 
Loventhal II, N. W. Mutual, Chicago; Walter 
Luchau, Great Southern, Weatherford, Okla.; 
J. R. A. McAllister, Great-West, Vancouver; 
Henry McCall Jr., Sun of Canada, Portland, 
Ore.; H. J. McClarence, N. Y. Life, Peoria, 
Ill.; R. J. McKain Jr., Conn. General, Phila- 
delphia; J. L. McKewen, Fidelity Mutual, Bir- 
mingham; T. W. Mahoney, National of Vt. 
Milwaukee. 

G. R. Marsh, N. Y. Life, High Point, N. C.; 
G. W. Mathews, N. Y .Life, Columbus, Ga.; 
J. E. Mauch, Conn. General, Philadelphia; 
R. G. Mendelsohn, Crown, Detroit; Harry Mer- 
kin, Equitable Society, Washington, D. C. 
M. W. Metzler Jr., Mass. Mutual, New York 
City; H. R. Munsell, John Hancock, Columbus, 
O.; J. B. Natoli, Provident Mutual, Philadel- 
phia; R. W. O’Banion, Conn. General, Hous- 
ton; S. L. Pace, N. Y. Life, Hicksville, N. ¥. 
A. C. Park, London Life, Hamilton, Ont.; J. 5. 
Feane, mass. Mutual, Philadelphia; S. &. 
Peart Jr., N. Y. Life, Woodland, Cal.; Henry 
Petter, Conn. Mutual, Grand Rapids; W. ©: 
Pfaff, Equitable of Ia., Chicago; R. L. Phil- 
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lips, Lincoln National, Fort Wayne; C. C. 
Pierce, Mass. Mutual. Jacksonville, Fla.; 
R. B. Qualy, N. W. Mutual, Fort Atkinson, 
wis.; T. H. Redmond, Indianapolis Life, An- 
derson, Ind.; M. S. Reiman, N. Y. Life, Oak- 
land; Herbert Rome, N. W. Mutual, Kansas 
City, Kan.; J. H. Rooney, Equitable Society, 
Seattle; P. H. Rosamond, N. Y. Life, Dallas; 
R. W. Rossman, Mass. Mutual, Franklin, O.; 
E. E. Russell, Great-West, Kansas City. 

H. J. St. Laurent, N. Y. Life, Bremerton, 
wash.; Leon Schwartz, Pan-American, Miami; 
c. W. Scott, Mass. Mutual, Kansas City; Ed- 
ward Shalowitz, Lincoln National, Baltimore; 
N. M. Shapiro, Union Central, Minneapolis; 
F. E. Sheidler, N. W. Mutual, Findlay, O.; 
w. E. Shoemaker Jr.,- Equitable Society, De- 
troit; D. E. Shopiro, Mutual Benefit Life, 
Syracuse; A. M. Silverman, Philadelphia Life, 
Philadelphia; C. H. Smoll, Continental Amer- 
ican, Norristown, Pa.; Mrs. Lena Steinberg, 
Equitable Society, Beverly Hills; R. T. P. 


Storer Jr., John Hancock, Boston; R. E. 
Thomas, N .W. Mutual, Pasadena; H. G. 
Thompson Jr., N. W. Mutual, Charleston, 


W. Va.; Brooks Travis, Prudential, El Paso; 
s. S. Trotman, N. W. Mutual, New Haven; 
D. E. Turbeville Jr., Southern Life, Sumter, 
s. C.; W. P. Tyler, independent, Worcester; 
A. F. Voak, New England Life, Cleveland; 
F. B. Walker, Mass. Mutual, New York City; 
E. F. Wightman, Conn. General, Waukegan, 
I; J. S. Wilcox Jr., Conn. Mutual, Char- 
lotte, N. C.; C. B. Wilkinson, Mutual Benefit 
Life, New York City; D. L. Williams, Conn. 
General, Springfield, Mass.; H. R. Willis, 
») N. W. Mutual, Oakland; Earl Zimmerman 
Jr., Conn. Mutual, Macon, Ga.; M. H. Zimmer- 
man, Sun of Baltimore, Chicago. 
Qualifying, First Time 


J. B. Abrahms, independent, Hartford; J. C. 
Allen, Piedmont Life, Coral Gables, Fla.; A. A. 
Alyn, Prudential, San Antonio; J. C. Ander- 
son, N. W. Mutual, Columbus, Ind.; J. D. 
Babb, Security Mutual of N. Y., Pittsburgh; 
G. C. Baker, Conn. Mutual, Buffalo; Norman 
Barasch, Eastern Life, New York City; D. H. 
Baumer, Mass. Mutual, Manhasset, N. Y.; M. J. 
Beatty, Ohio National, Mendota, Ill; F. S. 
Beckett, N. Y. Life, New York City; E. F. 
Beckwith, Phoenix Mutual, Boston; L. H. 
Benson, Lincoln National, Cleveland; E. W. 
Berry, National of Vt., Cincinnati; B. L. Ber- 
shon, Mutual Benefit Life, Toledo; Bruce 
Bogue, Mutual Benefit Life, Los Angeles; 
D. M. Braude, Mass. Mutual, Boston; G. O. R. 
Brungot, Jefferson Standard, Annapolis; D. L. 
Byington, N. Y. Life, Tacoma; Harold Caplan, 
N. Y. Life, Philadelphia; F. C. Carbrey, in- 
dependent, Denver. 

G. F. Carey, Northwestern Mutual, Ft. 
Wayne; R. S. Carpenter, Phoenix Mutual, 
Manchester, Conn.; K. W. Christianson, Conn. 
Mutual, Los Angeles; Ralph Cipriano, N. Y. 
Life, Washington, D. C.; J. E. Clark, Pruden- 
tial, Austin, Tex.; R. R. Clevenger, Minn. Mu- 
tual, Houston; George Connick, N. Y. Life, 
Honolulu; P. L. Courtney, United Services, 
Glenview, Ill.; D. E. Cowgill, New England 
Life, Wilmington, O.; R. P. Cranston, Phoenix 
Mutual, St. Louis; R. R. Cravens II, American 
General, Houston; C. M. Crawford, South- 
land, Tyler, Tex.; J. F. Curry, Protective, Bir- 
mingham; Mark Davids Jr., Mutual Benefit 
Life, Los Angeles; J. M. DeBorde III, State 








Mutual, Atlanta; N. J. Dollwet, Minn. Mutual, 
San Francisco; H. R. Donan, Prudential, New 
York City; R. H. Edmiston, Mutual Benefit 
Life, Seattle; B. K. Elliott, State Mutual, Chi- 
cago; H. G. Endler, Fidelity Mutual, Los An- 
geles; G. C. Faulkner, N. Y. Life, Dayton, O.; 
H. C. Federico, N. Y. Life, San Jose, Cal.; 
M. D. Feigin, Canada Life, New York City; 
T. A. Fenn, Canada Life, Toronto; Leo Finell, 
Conn. Mutual, Long Beach, Cal. 

R. C. Frasier, Great-West, Chicago; W. W. 
Freeman, Canada Life, San Francisco; L. W. 
Friesen, American General, Lufkin, Tex.; 
Charles Fuller II, Conn. Mutual, Chicago; 
C. J. Gebolys, N. Y. Life, Toledo; R. N. Gibbs, 
Mutual Benefit Life, Los Angeles; H. J. Gil- 
bert, United Services, North Little Rock, Ark.; 
Frank Giusti, Canada Life, Sudbury, Ont.; 
R. L. Godine, National of Vt., Baltimore; J. H. 
Goldman, Manufacturers, Winnipeg; G. W. 
Graves Jr.. New England Life, Washington, 
D. C.; W. A. Greene, London Life, Toronto; 
J. A. Griffin Jr., Conn. Mutual, Baltimore; 
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F. F. Haack Jr., Mutual of N. Y., Milwaukee; 
G. C. Haines, N. Y. Life, Norfolk; R. G. 
Hamlin, Amicable, Houston; C. F. Hanson, 
State Mutual, Houston; S. U. Hardie Jr., 
American National, Florence, Ala.; Roy Har- 
Pold Jr., Amicable, Houston; M. K. Haswell 
Conn. Mutual, Scotia, N. Y.; M. J. Hathaway, 
N. Y. Life, Miles City, Mont.; J. L. Helm, 
National of Vt., Louisville; A. G. Henley, Im- 
perial, St. John’s, Newfoundland; M. V. Hess, 
Commercial & Industrial, Houston; B. R. Hills, 
Mutual of N. Y., Sacramento. 


R. E. Hoffman, N. W. Mutual, Scranton, Pa.; 
G. J. Howorth, Liberty, Atlanta; T. I. Hull, 
Northern of Canada, Toronto; Jack Ingram, 
N. Y. Life, Richland, Wash.; M. L. Jacks, 
American General, Henderson, Tex.; LeRoy 
Jerstad Jr., Mass. Mutual, Racine; A. B. John- 
son, South Coast Life, Houston; H. M. John- 
son Jr., N. W. Mutual, Louisville; C. T. Jones 
Jr., Great Southern, Livirgston, Tex.; W. L. 
Jones, Prudential of England, Toronto; A. A. 
Kanter, National of Vt., Detroit; Walter Kaye, 


: 


Eastern of N. Y., New York City; H. M. King, 
N. W. Mutual, Minneapolis; A. S. Koller, Mu- 
tual Life, Cincinnati; Stanley Lampert, Mu- 
tual Benefit Life, New York City; M. C. Lee, 
John Hancock, Brooklyn; F. D. Leete III, N. W. 
Mutual, Indianapolis; Mrs. Mary Leonard, N. Y. 
Life, Winston-Salem, N. C.; H. A. Levenson, 
Guaranty Union, La Canada, Cal.; R. D. Lewis, 
New England Life, Rochester, N. Y.; C. W. 
Long, American National, Lawton, Okla.; C. J. 
Lynch Jr., Volunteer State, Chattanooga; 
James McCarthy, Mass. Mutual, Joliet, Il.; 
D. J. MacLean, Prudential of England, To- 
ronto; J. W. Markert, Penn Mutual, Atlanta. 

G. R. Matteson, Central of Ia., Denver; W. H. 
Mauk, Aetna, Toledo; R. E. Meeker, Conn. 
Mutual, Toledo; R. J. Mehlman, Penn Mu- 
tual, Oshkosh, Wis.; Jack Messer, Fidelity 
Union, Denton, Tex.; N. J. Meyerson, Great 
National, Dallas; A. I. Miller, State Mutual, 
Washington, D. C.; W. R. Montague, Pruden- 
tial, Oakland; W. C. Morton Jr., Continental 
Assurance, Fayetteville, Ark.; C. L. Moser, 
Prudential, Los Angeles; J. L. Moulton, Pied- 
mont Life, Albany, Ga.; J. B. Neiman, Mu- 
tual of N. Y., Cincinnati; L. J. Nemerovski, 
Conn. Mutual, Chicago; R. E. Newcomb, Penn 
Mutual, Philadelphia; E. J. Oberlaender Jr., 
Mass. Mutual, New York City; Ralph O’Brien, 
Franklin Life, Indianapolis; S. C. Ory, Frank- 
lin Life, Lafayette, La.; D. S. Paritsky, Lin- 
coln National, Baltimore; C. C. Penfield, Phoe- 
nix Mutual, Hollis, N. Y.; E. E. Pepinsky, 
Prudential, Philadelphia; B. E. Phillips, N. Y. 
Life, Morgantown, W. Va.; Harry Phillips III, 
Penn Mutual, New York City; B. A. Pierson, 
Mutual of N. Y., Salinas, Cal.; Merritt Pope, 
Volunteer State, Panama City, Fla.; Joseph 
Portnoy, United Benefit, Philadelphia. 

. J. Rappoport, Great-West, Cincinnati; 
R. L. Rheault, Phoenix Mutual, Agawam, 
Mass.; M. F. Rich, New England Life, Chicago; 
M. F. Richards, United Services, Washington, 
D. C.; Bert Roberts, Great Southern, San An- 
tonio; W. J. Robinson II, independent, Wil- 
mington, Del.; Charles Ross Jr., South Coast 
Life, Port Arthur, Tex.; B. A. Roth, Mass. 
Mutual, Los Angeles; F. A. Rowley, Central 
Life of Ia., Portage, Wis.; A. B. Rubey, Con- 
tinental Assurance, Miami; E. B. Rubin, North- 
ern of Canada, Montreal; W. R. Sapers, New 
England Life, Boston; M. H. Schneider, N. Y. 
Life, Dayton, O.; C. C. Schroeder, N. W. Mu- 
tual, Evansville, Ind.; A. N. Serros, N. Y. 
Life, Orlando, Fla.; M. S. Sherman, Mass. Mu- 
tual, Lawrence, Mass.; B. M. Shoff, South- 
western, Bartlesville, Okla.; R. C. Siegel Jr., 
N. Y. Life, Milwaukee; B. E. M. Skerrett III, 
Mutual of N. Y., Lafayette, La.; F. S. Sottile, 
Sun of Canada, West Hartford, Conn.; J. N. L. 
Souliere, Great-West, Brandon, Manitoba; 
M. W. Starke, Aetna, St. Joseph, Mich.; G. E. 
Steigerwald, Prudential, Indianapolis; R. E. 
Steele, Piedmont Life, Columbus, Ga.; M. M. 
Stern, Union Central, New Orleans. 

J. R. Stilb, National of Vt., Tucson; E. G. 
Stone, Prudential, Newark; H. P. Sweeney, 
Lincoln National, Cincinnati; E. L. Tetzlaff, 
N. Y. Life, Ventura, Cal.; J. B. Tisdale, Frank- 
lin Life, Montgomery; A. H. Todd, London 
Life, Calgary, Alberta; L. J. Toia, Prudential, 
Jersey City; Israel Unterman, Continental 
American, New York City; E. C. Upton Jr., 
Mutual Benefit Life, New Orleans; Andrew 
Vander Zwaag Jr., Franklin Life, Lansing, Il. 
S. T. Vernon, New England Life, Chicago; H. 
L. Villinger, Mutual Benefit Life, Stockton, 
Cal.; W. H. Votaw, Mass. Mutual, Santa Ana, 
Cal.; C. J. Walsh Jr., Home Life of N. Y., De- 
troit; A. W. Warner, Franklin Life, San An- 
tonio; B. I. Waters, Phoenix Mutual, Phila- 
delphia; T. G. Weishaupt, N. Y. Life, Hous- 
ton; R. T. Weldon, New England Life, Water- 
town, N. Y.; J. L. Werner, American General, 
Houston; L. J. Wertheimer, Mass. Mutual, Dal- 
las; J. K. Westbrook, College Life, Knoxville, 
Tenn.; R. S. White, Canada Life, Toronto; 
A. N. Whiteside Jr., Equitable Society, Colum- 
bia, S. C.; R. B. Williams, Equitable Society, 
Palo Alto, Cal.; C. M. Willoughby Jr., Amer- 
ican General, Liberty, Tex. 


Women’s Mortality Rate 
Has Improved More than 
Men’s in 20 Years: Lew 


Women have experienced a much 
greater health improvement over the 
past 20 years than men, A. E. Lew, 
statistician and actuary of Metropoli- 
tan Life, said at the eastern spring 
meeting of Society of Actuaries at 
New York. 

Analyzing policyholder mortality 
over the past 20 years, Mr. Lew said 
that death rates among women have 
improved as much as 40 to 50% at 
some ages. At the same time, mor- 
tality among men has shown much 
less improvement. 

He credited a large part of the dif- 
ference to the fact that heart disease 
deaths, representing 50% of all deaths, 
have increased among men, but have 
remained relatively the same among 





women. Also, cancer deaths, 20% of the 
total, have increased among men and 
decreased among women. The rise in 
lung cancer has been an important 
factor in the male mortality increase. 

Mr. Lew pointed out that the greater 
part of the over-all mortality improve- 
ment was in the earlier part of the 
20-year period. The past four or five 
years have seen a relatively small 
gain. 

The forces for reduction in mortal- 
ity appear to have spent themselves 
somewhat, and there seems to be lit- 
tle prospect for matrial improvement 
in mortality in the years immediately 
ahead, especially among men, he said. 

It was brought out at the 
meeting, attended by 600 actuaries 
from throughout the U. S. and Canada, 
that an inter-company study is now 
being made by a special committee to 
explore the differeces by sex in mor- 
tality among policyholders. 


Back Grayson for 2nd Term 


WASHINGTON—The D. C. Life Un- 
derwriters Association has unanimous- 
ly endorsed Louis J. Grayson, Travel- 
ers agents, for a second term as 
trustee of National Assn. of Life Un- 
derwriters. 


Occidental Willing 
to Honor Two Claims 
in Siamese Twin Case 


When a surgeon separates Siamese 
twins is he performing two operations 
or one operation on two patients? 

The question came up after twins 
joined at the sides were born in the 
Hawthorne (Cal.) Community hospi- 
tal March 10 to Jack and Dorothy 
Powell. Mr. Powell, a sheet metal 
worker, is covered under a group plan 
carried by the Sheet Metal Workers 
welfare fund and underwritten by Oc- 
cidental Life of California. 

The twins are in the Los Angeles 
Children’s hospital now, where doctors 
are studying the possibility of separat- 
ing them. If the operation is performed 
should the parents submit one or two 
claims to the insurance company? 

“I suppose that the separation tech- 
nically constitutes only one complete 
operation,” said Jim Rush, Occidental’s 
group claims manager. “But, if and 
when the operation is performed, two 
babies will feel pain. Two babies will 
cry themselves to sleep. The operation 
will leave two scars.” 

“We will honor two claims.” 
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In celebration of our 90th Anniversary, this year’s 


which is mailed to all policy- 


holders, takes an entirely different form. In ad- 
dition to recording operations for 1956, it incor- 
porates a history of the Company’s 90 years of 
growth, together with illustrations of authentic 
subjects of the period around 1867, the year the 
Company was founded. 

The report indicates that in 1956, annual pro- 
duction reached an all-time high—a paid total 
of $151,279,466. 
$1,491,775,346. Assets increased to $583,132,401, 
and surplus funds, including capital stock, in- 
creased to $28,209,393. 


Insurance in force increased to 
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Figures from Life Companies’ Year-End Statements Shown 


Total 
Assets 
$ 
Great American Reserve _.......... 11,726,837 
NEE TE csccccnscscecscieosstossnneninaiion 28,494,869 
New York Savings Bank Life ..... 55,031,001 
Supreme Liberty Life  .........0...0 18,133,892 


Increase Surplus to New Ins. in Increase Prem. Benefits Total 
n Policy- Bus. Force Dec. in Ins. Income Paid Disburs. 
Assets holders 1956 31, 1956 in —_ “— = a 
$ $ $ 
1,461,903 2,720,036 31,667,207 151,563,349 26,484,612 6,779,310 2,786,148 5,596,136 
2,509,981 2,611,306 33,716,236 152,907,318 16,275,638 4,027,548 1,357,754 2,886,212 
7,276,354 4,227,620 28,335,062 310,901,359 26,727,367 9,525,073 1,684,599 5,206,419 
1,067,922 2,394,373 26,534,501 121,163,652 518,996 4,052,108 1,255,113 3,772,994 








More Companies Add up 


Fruits of 1956 


MONUMENTAL LIFE 


Monumental Life’s 1956 sales of or- 
dinary, including monthly debit ordi- 
nary, totaled $71,310,148, up 13.9%. In- 
surance in force rose to $930,687,560, 
up $61,399,346. Assets rose to $191,- 
230,990, up 7.7%. 


EMPLOYEES SECURITY LIFE 


Employees Security Life of Texas at 
its annual meeting March 12 reported 
an increase of 23% in insurance in 
force and an increase of 30% in premi- 
um income. The meeting was con- 
ducted by C. R. Sargent in the absence 
of President G. H. Turner who was 
convalescing at the time. 

The company at the end in 1956 had 
more than $6 million of insurance in 
force and in the first two months of 
1957 wrote about $750,000 of additional 
business. Officers of the company com- 
mented on the company’s very sound 
financial position. Assets for each $100 
of liabilities was $399.25, compared 
with $107.56 as the average of the 25 
largest companies in the U. S. Gross 
surplus per $100 of life insurance re- 
serves is $451.93 as compared with 
$9.04 as the average for the 25 largest 


FOR A BRIGHTER 


Labor 


companies. The Texas company earned 
6.17% interest on its investment as 
compared with 3.35% by the 25 largest 
companies. Its actual mortality was 
21.95% compared with 47.55% for the 
25 largest companies. The company’s 
assets increased 11.75% compared to 
an average increase of 5.49% for the 
largest companies. 


NEW ENGLAND LIFE 


New England Life’s sales in 1956 to- 
taled a record $865 million, up $257 
million. The sales consisted of $688 
million of ordinary, up $143 million, 
and $177 million of group. Both were 
records. 

Insurance in force at year’s end to- 
taled a peak $4,974,000,000, up $587 
million, and consisted of $4,655,000,- 
000 of ordinary and $319 million of 
group. 

New individual policies sold totaled 
74,000, up 13,000, and averaged $9,249 
in size, up $341. Premium income 
came to $164 million, up $13 million. 

Assets rose to $1,791,283,000, up 
$100,230,000. Policy and annuity re- 
serves rose to $1,273,778,000, up $71,- 
164,000. Unassigned surplus was $126,- 
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Company 


908,000, up $7,365,000. 

Apportioned as dividends was $28.9 
million, up $1.9 million. Payments to 
policyholders and beneficiaries, exclu- 
sive of dividends, totaled $79.9 mil- 
lion, of which $47 million represented 
living benefits. An additional $22 
million was paid from funds left with 
the company in prior years. 

New long term investments totaled 
$224 million, yielding 4.4%. These 
earnings increased the gross rate of 
return on total assets to 4.13%, up 
.10%. After deducting investment ex- 
penses, the net rate of return was 
3.75%. Investment income was $65 
million, up 9.5%. 

Income for the year totaled $229,- 
538,447, up $18,704,892. Policyholders 
and beneficiaries left an additional 
$27.8 million on deposit with the com- 
pany. 

Federal income, state premium and 
other taxes totaled $8,395,000, up $744 
million. Despite increased expenses 
and taxes, the net savings from in- 
surance operations totaled $37,670,000, 
up $1,132,000. 


MANHATTAN LIFE 


Manhattan Life’s 1956 insurance 
sales, including revivals and increases, 
totaled a record $276,422,777, up 70%. 

Insurance in force rose to a peak 
$878,377,440, up a record $248,842,829. 
The increase included $53 million of 
business of Expressmen’s Mutual Life 
of New York, reinsured by Manhattan 
Life at year’s end. 

Admitted assets climbed to a record 
$128,960,880, up $28,730,843. Payments 
to policyholders totaled $10,250,431, up 
$1,509,202. Premium income was $22,- 
464,794, up $3,425,309. The average 
size was a record $10,605, up $1,400, in- 
cluding juvenile but excluding group. 

These figures are shown in the an- 
nual report. They are adjusted from 
the preliminary estimates given in the 
Feb. 1 issue of THE NATIONAL UNDER- 
WRITER. 


CONTINENTAL AMERICAN 


Continental American Life’s sales in 
1956 totaled a record $66,827,896 and 
brought life insurance in force to a 
peak $390,946,588, up $33,537,220. The 
average new policy sold was a record 
$13,120. 

Assets climbed to a new high of $93,- 
775,410 to exceed liabilities, excluding 
capital funds, by 9.87%. A record $8,- 
205,834 was paid to policyholders and 
beneficiaries, with living policyholders 
receiving two-thirds of the total. 


SOUTHLAND LIFE 


Southland Life reported an out- 


standing year of growth and progress 
during 1956 and closed the year as 
the third largest life company in Tex- 
as. The five-year comparative report 
showed that insurance in force had 
increased 56.9% to $1,103,166,087. Simi- 
larly, 
26.2% to $196,521,054; annual premi- 
um income had increased 41.9% 
$27,608,035; new life insurance sales 
had grown 98.4% to $198,489,430; le- 
gal reserves and other funds for the 
protection of policyowners and bene- 
ficiaries, exclusive of capital and sur- 
plus, had increased 37.4% 


company assets had grown 


to 


to $184 - 


Conditions in N. J. 
Department Now 
Corrected: Howell 


Conditions in the New Jersey insur. 
ance department which resulted in 
special audit and two investigations 
have been corrected, according tg 
statements issued by Commissioner 
Howell and Attorney General Rich. 
man. 

The statements were issued in the 
wake of a grand jury presentment, 
given Superior Judge Knight at Tren. 
ton, charging laxity and infrequent 
audits of the insurance licensing diyj- 
sion of the department. 

The audit of department operations 
during the past six years revealed a 
shortage of $630. In its presentment, 
the grand jury noted it could not fix 
responsibility for the shortage. but 
recommended that in future “proper 
accounting procedures be e~t-blisheq 
limiting the handling of funds to des- 
ignated employes.” 

Several weeks ago anonymous let- 
ters sent to several newspapers in the 
state accused the insurance depart- 
ment of irregularities and corruption 
practices. As a result, Gov. Meyner or- 
dered a study by State Auditor Durand 
and an investigation by Mr. Richman. 
The legislature instructed the state 
law enforcement council to make an 
investigation also.. Mr. Richman re- 
leased his report this week. It stressed 
past inefficiencies in the department 
rather than dishonesty on the part of 
any insurance official. The inquiry be- 
ing made by the council is still in 
progress and no notice of when it will 
make a report to the legislature has 
been given. 





North American L. & C. 


to Double Its Capital 


Stockholders of North American Life 
& Casualty of Minneapolis met recent- 
ly to vote on increasing capital of the 
company from $500,000 to $1 million 
by means of a stock dividend which it 
has proposed shall be paid by April 
15 to stockholders of record March 25. 





Wisconsin Nat'l. Adopts 
Pre-Authorized Check Plan 


Wisconsin National Life has adopted 
the pre-authorized check plan. In 
studying the check plans of other com- 
panies, Wisconsin National discovered 
some significant points: 1. Persistency 
was much better under the check plan 
than on regular business. 2. Average 
size policy was 6% higher. 3. The trend 
was toward the higher average premi- 
um. 





Manhattan Life Boosts 
Dividend Scale by 10% 


Manhattan Life has made a 10% in- 
crease in the dividend scale adopted 
in 1955, commencing with policy an- 
niversaries on and after May 1. 

On funds left with the company un- 
der settlement options and on divi- 
dends left to accumulate, interest will 
be 3.25% or the guaranteed rate, if 
greater. Dividends for 1957-58 are up 
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053,240; and capital, surplus and con- 
tingency funds had increased 71.6% 
to $9,290,156. 

Payments to policyowners and ben- 
eficiaries during 1956 amounted to 
$13,038,811, which was an increase of 
53.7% over the amount paid during 
1951. Of these 1956 benefits 58% went 
to living policyowners with the re- 
maining 42% going to beneficiaries of 
deceased policyowners. 
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FIELD CHANGES 








Equitable Society 

An agency has been opened at Glen- 
dale, Cal., and Edson K. Kincaid has 
peen named manager. Mr. Kincaid 
joined Equitable Society at San Fran- 
cisco in 1949 and was advanced to unit 
manager of the Hemphill agency a year 
later. Assisting Mr. Kincaid are two 
new unit managers, Richard F. Mat- 
thews and Lyle B. Scott, who also were 
with the Hemphill agency. 

These unit managers have been 
named: Lloyd E. Donnelly Sr. and 
John S. Smart, Chicago; Julius Good- 
man and William C. Millar, New York; 
Joseph Heinz Jr., San Francisco; Ed- 
ward J. O’Brien, Seattle; Richard B. 
Ward, San Diego, and Robert E. Ware, 

oise. 

Oral F. Andrews has been appointed 
manager at Boise, Ida., to succeed 
Floyd J. Buck, who is retiring due to 
ill health after 10 years as manager. 
Mr. Andrews joined Equitable Society 
as a sales student in 1937 at Salt Lake 
City and was named manager of the 
Boise agency’s Ontario, Ore., district 
in 1947. Mr. Buck joined Equitable at 
Glasgow, Mont., in 1935 and served as 
field assistant at Billings Mont., Miles 
City, Mont., and Pocatello, Ida. He be- 
came district manager at Boise in 1944 
and agency manager in 1946. 


Franklin Life 

William T. Barmettler has been ap- 
pointed Franklin Life state manager 
with headquarters 
at Omaha. He en- 
tered insurance 16 
years ago with 
General American 
Life and served 
that company for 
five years as agent 
and 11 years as 
_. district manager at 
Omaha. He _ was 
associated with the 
late Frank A. 
McDevitt. 





W. T. Barmettler 


Lincoln National Life 


John W. Johnson has been named 
supervisor of the Tucson unit of the 
Smith agency of Lincoln National Life 
at Phoenix. Mr. Johnson succeeds Clif- 
ford A. Connor who recently became 
agency supervisor at Phoenix. Mr. 
Johnson has been in insurance for 
eight years and is a past secretary of 
— Arizona Life Underwriters 

ssn. 


Northwestern National Life 


James A. Walker and Wilmar C. 
Dubes have been appointed managers 
at Oklahoma City and Des Moines, 
respectively, for Northwestern Nation- 
al Life. Mr. Walker formerly was field 
supervisor in the company’s southwest 
division headquarters at Dallas and 
more recently assistant manager of the 
Kansas agency. Mr. Dubes has been a 
field supervisor for Northwestern Na- 
tional midwest division headquarters 
at Des Moines. At the same time, the 
company appointed Fee Chew man- 
ager at Council Bluffs, Ia. Mr. Chew, 
who has been with the company at 
Council Bluffs since 1951, succeeds 
Gerald W. Kirn, recently named asso- 
ciate manager of the Ak-Sar-Ben 
agency at Omaha. 


Prudential 


Joseph Carmen has been named 
manager of Prudential’s new Steel 
— ordinary agency in Hammond, 
nd. 


John W. Wood has been appointed 
to the newly created position of asso- 
ciate manager of the Newark broker- 
age agency. He has been a general 





agent of State Mutual at Newark since 
1947. He originally joined Prudential 
in 1931 and was briefly assigned to 
the home office before moving to the 
Newark ordinary agency where he be- 
came a division manager. Mr. Wood, 
a CLU, is past president of New Jer- 
sey and Newark Assns. of Life Under- 
= and Newark Life Supervisors 
ssn. 


Pacific Mutual Life 


Harry Hodgin 
has been named 
manager of the 


Kansas City agen- 
cy of Pacific Mu- 
tual Life. He has 
been with the com- 
pany since 1952, 
first as an agent 
and more recently 
as a supervisor in 
the Kraus agency 
at Los Angeles. 


Harry Hodgin 


Washington National 


James C. Green has been appointed 
general agent at Macon, Ga., for Wash- 
ington National. Offices are located at 
314-15 Persons building. Mr. Green en- 
tered insurance 10 years ago with Life 
of Georgia and later was promoted to 
staff manager. He became a general 
agent at Macon for Security Life & 
Trust in 1954 and remained with that 
company until his recent appointment 
for Washington National. 


Massachusetts Mutual 


Donald D. Libby has been named re- 
gional group pension manager in the 
eastern regional group office at New 
York. He joined Massachusetts Mutual 
in 1954: He was assigned to the central 
regional group office as regional group 
pension representative and _  subse- 
quently was transferred to New York 
in the same capacity. 

Philip D. Langlois has been named 
regional group pension representative 
in the central regional group office at 
Cleveland. He joined Massachusetts 
Mutual in 1954 and, after completing 
a 16-month group pension training 
program at the home office, was ap- 
pointed group pension representative 
at Cleveland. He will be in charge of 
group pension activities in the central 
region. 


Bankers Life of lowa 


H. Stanley Dunham has been named 
group representative in the Detroit 
group office of Bankers Life of Iowa. 
He recently was with Retail Credit Co. 
at Detroit. 


Connecticut General 


Edgar M. Everett and David F. Le- 
land have been appointed district 
group managers at Memphis and Bur- 
lington, Vt., respectively. Leonard B. 
Gilbert has been named assistant dis- 
trict group manager in Chicago. Mr. 
Everett has been special group repre- 
sentative in Richmond and has been 
with Connecticut General since 1953. 
Mr. Leland joined the company in 1954 
as a group service representative in 
Burlington. Mr. Gilbert, with the com- 
pany since 1950, has been a special 
group representative at Chicago. 

Adrian M. Hodges has been appoint- 
ed assistant manager of the life de- 
partment of Cravens, Dargan & Co., of 
San Francisco, general insurance firm 
which represents Connecticut General 
for life. He will work with Ralph L. 
Low, associate general agent. Mr. 
Hodges has been with Connecticut 
General eight years. 


Union Mutual Life 


The Grand Rapids district agency, 
which has been attached to the Sagi- 





naw general agency, will become a 
regular general agency on April 1. 
Grand Rapids will continue under the 
direction of Gerald L. Cunningham 
and David C. Muzzall, who have been 
co-district managers. Mr. Cunningham 
was with Prudential before joining 
Union Mutual. Mr. Muzzall previously 
was with Equitable Society and Pru- 
dential. 


Guardian Life 


Richard L. Dodson, who has been 
appointed manager at Shreveport, for- 
merly was with American General of 
Houston and not General American, 
as Guardian previously reported. 


Paul Revere 


Stanley W. Mack has been appointed 
group supervisor of Paul Revere Life 
at Phoenix. He has been in the busi- 
ness since 1950. 


Life of America 


Luther L. Lumpkin of Columbus, O., 
has been appointed regional vice-pres- 
d ident and will con- 
centrateonap- 
pointing general 
agents and _ in- 
creasing produc- 
tion for Life of 
America in Ohio. 
He has been in life 
inscrance for 20 
years, most re- 
cently as superin- 
tendent of agencies 
of Ohio State Life. 
Before that he was 
general agent for 
State Life of Indi- 
ana at Columbus, 


Luther L. Lumpkin 


and earlier was national production 
manager for American Farmers Mu- 
tual, a member of the Kemper insur- 
ance group. He started in insurance 
with Nationwide and was a field su- 
pervisor for five years. 


United States Life 

George K. Collins has been named 
general agent in San Bernardino, Cal. 
Before joining United States Life, he 
was a supervisor of John Hancock for 
Riverside and San Bernardino counties. 
He was with Prudential from 1954 to 
1955. : 


Pa. Assn. Endorses 
Metheny as Nominee 
for Trustee of NALU 


Pennsylvania Assn. of Life Under- 
writers has endorsed C. Brainerd 
Metheny, general agent of Fidelity 
Mutual at Pittsburgh, as a nominee 
for election as a trustee of National 
Assn. of Life Underwriters at the an- 
nual convention at Detroit in Septem- 
ber. He is a past president of the as- 
sociation. 


Sottile Wins Sun Life 


Trophy for Supervisors 


Frank S. Sottile, unit supervisor of 
Sun Life of Canada at Hartford, has 
won the 1957 director of agencies tro- 
phy. The trophy is awarded annually 
for the best unit management in Sun 
Life’s U.S. division. 

In second and third places were 
F. G. Cross III and R. D. Christie, su- 
pervisors at Los Angeles. G. O. Smith, 
Cleveland, and R. J. Wood Jr., Chi- 
cago, were fourth and fifth respec- 
tively. 

Presentation of the trophy is deter- 
mined by the relative standing of unit 
supervisors in personal production, 
agency progress, new agency develop- 
ment and unit costs. 


Colonial Boosts Discount Rate 

Colonial Life has increased the dis- 
count rate for ordinary premiums paid 
in advance from 2%% to 3. The in- 
crease is effective immediately. 
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HOME OFFICE CHANGES 





New England Life 


P. Stokes Gaither has been appoint- 
ed vice-president of the securities de- 


partment and James B. McIntosh has 


been named vice-president in charge 
of staff departments. Named 2nd vice- 


presidents were Henry J. Bourneuf 


in the real estate and mortgage depart- 
ment and Carleton E. Clift in home of- 
fice services. Harry O. Jacobson was 
promoted to assistant secretary and di- 
rector of methods and procedures. Mr. 
Gaither joined the securities depart- 
ment in 1946, advancing to assistant 
treasurer in 1948 and 2nd vice-presi- 
dent in 1951. Mr. McIntosh joined the 
securities department in 1945, becom- 
ing administrative assistant to the pres- 
ident in 1952, assistant secretary in 
1954 and 2nd vice-president in 1955. 
In addition to his other responsibili- 
ties, he will remain as assistant to 
President O. Kelley Anderson. Mr. 
Bourneuf joined New England Life in 
1948 and was named assistant treas- 
urer in 1951. Mr. Clift joined the com- 
pany in 1932, becoming assistant sec- 
retary in 1952 and operations officer 
in 1953. Mr. Jacobson joined the com- 
pany in 1933 and has been director of 
methods and procedures. 


Mutual of New York 


Joseph Grive has joined the sales 
department as group insurance and 
pension specialist. Before joining Mu- 
tual, he was with John Hancock. He 
has been in the business 12 years, the 
last nine in group work. 


Prudential 


Donald S. Fuerth has been appointed 
assistant general counsel at the Min- 
neapolis regional home office of Pru- 
dential. Mr. Fuerth joined Prudential 
as an attorney in 1934 and has been 
counsel at Minneapolis for the last four 
years. Paul P. Eagleton, associate 
counsel in the Los Angeles regional 
home office, will replace Mr. Fuerth as 
counsel at Minneapolis. Mr. Eagleton 
joined Prudential in 1947. 


Business Men’s Assurance 


Five members of the B.M.A. reinsur- 
ance department were promoted re- 
cently. Those promoted and their cur- 
rent titles are Bill M. Adkins, assistant 
reinsurance secretary; John H. Bolin 
Jr., reinsurance field manager: Ron 
Zimmerman, reinsurance underwriter; 


Norman D. Luedtke, assistant to the 
vice-president, and John Zellers, sen- 
ior reinsurance underwriter. 


Manhattan Life 


Dr. L. Gordon LaPointe, medical di- 
rector, and John Murray, manager of 
the group life de- 
partment, have 
been elected vice- 
presidents. Before 
joining Manhattan 
Life in 1951 as 
medical director, 
Dr. LaPointe had 
been assistant 
medical director of 
Equitable Society 
for four years. He 
is on the staffs of 
Saint Vincent’s 
hospital and the 
department of cor- 
rection hospitals in 
New York City. Mr. Murray joined the 
company in 1940 and has been manager 
of the home office group life depart- 
ment since its organization in 1950. 





John Murray 


Jefferson National Life 


Byron C. Johnson, formerly manager 
at Tucson for Equitable Society, and 
W. C. Thomas, past superintendent of 
group operations for a five-state area 
for Hartford A. & I. at Chicago, have 
joined the agency home office staff of 
Jefferson National Life as assistant 
agency directors. 


State Mutual 


Duncan F. Brown has been appoint- 
ed director of the field organization de- 
velopment branch. He entered the 
business 11 years ago with Union Cen- 
tral at Cincinnati. He joined State Mu- 
tual in 1954 as manager for Vermont 
and last year went to the home office 
as an assistant superintendent of agen- 
cies. 


Standard of Oregon 


An item in these columns in the 
March 8 issue listed John F. Hook, 
group actuary for Standard of Oregon, 
as being promoted to vice-president. 
This is not correct. Mr. Hook was 
elected an assistant vice-president and 
group actuary. 


John Hancock 

Calvin J. Wright, assistant counsel 
since 1954, has been appointed associ- 
ate counsel. John G. McElwee, admin- 
istrative assistant in the policy depart- 
ments, was elected an assistant secre- 
tary. Mr. Wright joined John Hancock 
in 1954 after 14 years as an attorney 
with American Optical Co. Mr. McEl- 
wee joined the company in 1945 and 
was appointed administrative assistant 
in 1951. 


Teachers 

Edward P. Shea has been appointed 
personnel officer. and Daniel J. Sulli- 
van has been named assistant mort- 
gage officer and assistant secretary. 
Mr. Shea has been with Teachers since 
1955. Mr. Sullivan joined the mortgage 
department in 1954. 


American United Life 

Robert B. Thompson has_ been 
named training manager of American 
United Life. He has been a member 
of the agency department staff seven 
years and since 1954 has been super- 
intendent of agencies. He joined Amer- 
ican United in 1945, serving as a dis- 
trict manager at Youngstown, O., for 
five years. He is a CLU. 








Commend Ind. Agents 
for Heart Fund Help 


Indianapolis Life | Underwriters 
Assn. has been commended for its 
“enormous contribution” to the Febru- 
ary heart fund campaign in Indianapo- 
lis by James Stuart, president of Indi- 
ana Heart Foundation. Some _ 300. 
agents under the direction of C. W. 
Bryant, Mutual Benefit Life, raised in 
excess of $100,000 for the fund during 
the month. 

The Indianapolis effort was part of 
the Indiana association’s state-wide 
sponsorship of the Heart Fund Cam- 
paign for the second year. Both last 
year and this, the state association 
organized and spearheaded the drive 
in the state. Henry Foreman, general 
agent for American United at Kokomo, 
was state chairman for the heart drive. 





New Utah Life Company 
Writes $1 Million First Week 
Western Empire Life has been li- 
censed as a new company in Utah and 
has set up temporary headquarters at 
425 Newhouse building, Salt Lake City. 
The company, which has deposited 
$125,000 in government bonds with 
the Utah insurance commissioner, re- 
ports $1 million in applications for its 
first week of operation. 





Knights of Columbus 


Our 75th Anniversary Year—More than a million members 


Subordinate Councils 
Membership 
Insurance Members 
Associate Members 
Insurance in Force 
Assets 


Benefits Paid 


Joseph F. Lamb 
Supreme Secretary 


New all time highs in all phases of our program 


January 1, 1956 January 1, 1957 Increase 
3,708 3,867 159 
970,233 1,018,218 47,985 
344,448 362,397 17,949 
625,785 655,821 30,036 
$547,385,374 $635,253,582 $87,868,208 
$109,581,567 $118,282,270 $ 9,700,703 
$115,487,933 $119,913,962 $ 4,426,029 


71 Meadow Street 
New Haven, Conn. 


Luke E. Hart 
Supreme Knight 
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Set Up Agenda for 
Zone 5 Meeting 


The tentative agenda for the Zone 5 
meeting of National Assn. of Insurance 
Commissioners at Cheyenne April 18. 
19 calls for talks on the current status 
of the federal trade commission litiga. 
tion by Commissioner Navarre of 
Michigan; a discussion of the proposeq 
X17 mortality table by A. N. Guertin 
of American Life Convention; a dis. 
cussion of the effect of tabular morta]. 
ity by W. W. Wilson Jr., president of 
United American Life; a talk on nu- 
clear energy liability insurance by Ian 
Robertson of Royal-Globe group, ‘and 
a review of the federal flood insurance 
program by Henry Depping, general 
counsel of Federal Flood Indemnity 
Administration. 





es 


Elliott Asks Aggressiveness 


to Meet Competition 

(CONTINUED FROM PAGE 7) 
Harold M. Eldridge, Springfield; Aure- 
lio: Malvagno, New York; Harry Pop- 
pey, Albany; and Alfred Rossant, New 
York. 

Raymond C. Bunt, Pittsfield, whose 
average per-man sales credits totaled 
$448,966, more than twice the average 
for all assistant district managers, was 
named the leader from this standpoint. 

The south Norwalk district office, 
under Raymond S. Kelley, manager, 
won the president’s trophy for leading 
all other district agencies. The Rock- 
ford district office, under Herbert C. 
Liedberg, won the vice-president’s- 
phy for leading in group sales. 

The Miami district office, under Al- 
fred Keefe, received the pioneer trophy 
for outstanding development of new 
territory. The southern New England 
region, under John Kugler, was the 
leading regional territory. 





During a session on competitive as- 
pects of the Hancock sales program, 
Abram T. Collier, vice-president and 
counsel, and Philip H. Peters, vice- 
president for group sales and service, 
were featured speakers. Murray Heil- 
weil, merchandising manager of Na- 
tional Broadcasting Co., spoke on 
“What National Advertising Means to 
You,” tying in Hancock’s sponsorship 
of NBC’s Producer’s Showcase with 
the agent’s approach. Robert W. Osler, 
vice-president of Rough Notes Co., dis- 
cussed personal health insurance, a 
field which Hancock will enter later 
this year. 

Other speakers were George B. 
Thompson, Jr., 2nd vice-president, who 
presided at the opening session of the 
convention and extended congratula- 
tions to the field force for its outstand- 
ing performance during the past year; 
and Vice-president Edmund L. Zalin- 
ski, who addressed a CLU-LUTC 
breakfast, which marked the close of 
the convention. 

Current and projected sales material 
was featured in displays by the public 
relations, policy and controller’s de- 
partments in a special series of exhib- 
its titled “Showcase of Progress.” 


Michigan Studies Bill 
to Raise Group Maximum 


LANSING—Senators Frank Beadle, 
St. Clair, and Leo Roy, Hancock, the 
latter chairman of the senate insur- 
ance committee, have introduced in 
the Michigan legislature a bill to raise 
the maximum benefit under group life 
contracts from $5,000 to $10,000. The 
measure (senate bill 1302) was re- 
ferred to the insurance committee. 
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s New Business’ In Force 
‘56 New Business, In Force eee: eee ainda tna ies 
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¢ Shown for Illinois a 101,324,261 Grand Carniolian .... 000 8,467,191 Catholic Workman 2,000 256:496 
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. . 4 must bear some relationship to sales 

Speakers Bring Sales Tips to N.Y. Meeting peg ogy ra eM 

me Rene “2 sooner (CONTINUED FROM PAGE 8) There are plenty of strengths to 

—-we8 a set 4 keep business activity high, 4 poles 

agent know why he should buy. “It is fortable than if he had taken the same OUt. Consumer income available for 

! Did you say 107 te oe up to me Ae make him tins to money from his pocket. However, the Spending is at an all time high. There 

\- == ——— <= f° =| Sszbuy from me,” Mr. Nussbaum said. use of the business dollar is not al- iS no evidence that the tight money 

ee a ae | The agent must have ways to avoid ways better or more economical, even Situation has done any serious damage 

: VES, / said 10— ie expressing personal opinions, particu- when it is the corporate dollar, than to the economy. Credit continues to 

’ ' larly on controversial topics like poli- the use of the personal dollar, despite @xpand. The supply of money in 

1 lives oF more /* | * tics, Mr. Nussbaum warned. the fact that, with the latter, Uncle 1957 should be adequate to take care 

“8 | When asked about cost, he asks the Sam has already taken his toll of per- Of legitimate non-speculative expan. 
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: YES—now you can offer 
small and medium size firms 
group life maximums that are 
“realistic” . . . maximums that 
make it possible for you to pose 
the question “Are you getting 
maximum employee incentive 
out of your group program?” Let 
MODEL GROUP with modernized 
maximums help you to new sales 
volume in the group life field. 


© Standard Group Rates 

e Waiver of Premium in event 
of Total Disability 

e Conversion Privilege 

e No Medical Examinations 

e Group Underwriting 

e 24 Hour A D & D Coverage 
for non-hazardous groups 
— be included up to 50% 

$2 “ e life amount—maximum 


Get all the facts on MODEL 
GROUP today. Contact your 
United States Life General Agent 
or group office for details. 


*in states where permitted 


Another first from the company 
that made “Baby Group” famous! 





64 WILLIAM ST., NEW YORK 38, N. Y. 
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ACTUARIAL COMPUTING 
SERVICE, INC. 
684 West Peachtree 
Street, N. W., Atlanta 8, 
Georgia, Telephone 
TRinity 5-6727. 

















prospect to transfer his money from 
one pocket to another, thereby illus- 
trating that it will cost nothing to 
create a life insurance fund. 

Agents must be very ethical with 
their clients. They should not be afraid 
to put themselves in the picture by 
acting and speaking from the heart. 
There is no need to put the prospect 
“in the casket.” “But it won’t hurt to 
let him smell the flowers a little,” Mr. 
Nussbaum remarked. 

He advised agents who would be 
successful to act enthusiastically; have 
a ready sales talk; maintain a positive 
mental attitude; join NALU; be a pro- 
fessional; think and act big, but be 
humble. 

The future looks bright for the busi- 
ness, Mr. Nussbaum said. “It is not at 
all unlikely that we will be the first 
trillion-dollar industry in the next 10 
or 12 years,” he said. There will be a 
great increase in life insurance man- 
power, he predicted. NALU is con- 
stantly working hard in behalf of the 
men in the field. 

e e e 


The current business insurance 
scene was discussed by Robert J. Law- 
thers, director of benefits and pension 
business of New England Life. He said 
there have been no new or startling 
developments in the product or the 
methods of presenting it in the last 
year or two. The task today is mainly 
one of digging in, consolidating forces, 
improving knowledge and techniques, 
refining and perfecting the tools and 
their use. 

For a corporation, a straight key- 
man sale on the life of a valuable 
employe, who may or may not be a 
stockholder, is probably the easiest 
and, other things being equal, the best 
sale. However, the stockholding em- 
ploye who permits his life to be in- 
sured by the corporation should be 
aware of this great difference between 
this insurance and personal insurance: 
That, at his death, the proceeds of a 
corporation-owned policy may be 
locked into the firm, with potential 
income-tax liability in getting it out, 
while personally-carried insurance 
will be available to his beneficiaries 
without income-tax liability, 


The individual policy continues as a 
preferred method for use in connection 
with qualified pension and profit shar- 
ing plans when only a comparatively 
small number of employes are being 
covered, Mr. Lawthers pointed out. 
There is no question that the attrac- 
tiveness of such plans can be enhanced 
by the fact that stockholding employes 
can participate. There is no reason 
why a stockholding employe who is 
considering the adoption of such a 
plan should not consider the benefits 
that he may incidentally derive for 
himself as an employe. But a reason- 
able degree of modesty is becoming 
to such a stockholder. 

There is a tendency among some in- 
surance men to believe that it is easier 
to get-a business dollar than a person- 
al dollar. It may be true that the sole 
proprietor who takes money from his 
cash register to pay for a pair of 
shoes feels, for the moment, more com- 


sonal income tax. A little elementary 
arithmetic is in order before deciding 
that the business dollar is cheaper 
than the individual one. 

In soliciting insurance for business 
purposes, agents should not lose sight 
of the fact that their major market is 
still the personally carried policy to 
create a personal estate at death or to 
provide liquidity to preserve an exist- 
ing estate, Mr. Lawthers said. In per- 
sonal solicitations, agents should be 
alert to business situations which need 
to be solved in order for the personal 
situation to be solved adequately. 

James R. Rowe, general agent of 
John Hancock at Charlotte, N. C., said 
the agent who cannot motivate is out 
of luck because he must motivate in 
order to sell. Those who do the best 
job have the best approach. 

Mr. Rowe pointed out that many 
agents have an unfounded fear that 
they have nothing to say when ap- 
proaching a prospect. This is no prob- 
lem. They simply should go straight 
to the point and discuss life insurance. 
Do not apologize for talking about life 
insurance, he advised. 

e e e 


Mr. Rowe gave examples of ap- 
proaches he uses with doctors and 
young men. He relies heavily on 
stories to motivate his prospects. He 
sells his ideas through these stories. 

To be successful, the agent first 
must motivate himself by learning to 
comprehend the magnitude and value 
of the life insurance business. To ap- 
preciate the business,, the agent must 
appreciate the client’s life value and 
his ability to produce. The “big” man 
can create two fortunes, one of which 
should interest the agent because it 
involves the prospect’s financial se- 
curity. The “small” man has only the 
ability to make a living. 

Ben H. Wooten, president of First 
National Bank of Dallas, discussed the 
current financial picture. Insurance is 
the cornerstone of all American busi- 
ness, he said. It has made possible the 
high standard of living, is the major 
factor in making Americans the best 
housed in the world, and brings safety 
to business and agriculture. Agents 
are Americans’ greatest benefactors 
and play a key part in business. 

As for the present business outlook, 
orders are being placed at a slower 
rate this year and working capital is 
scarcer. Long range plans for residen- 
tial construction should be adjusted to 
meet reasonable steady needs. Nothing 
spectacular may be expected to hap- 
pen in the stock market within the 
next few months unless world events 
become so explosive that they cause 
great periods of anxiety. Although 
people are saving money, a source of 
capital investment, it remains tight 
chiefly because plant expansions have 
outrun savings for some years. Over- 
time pay is down a little. Industrial 
output is being lowered here and there. 
Overproduction is being talked about 
in a few commodities. 

Although not exeessive in the over- 
all, inventories are forcing cuts in sup- 
plies such as textiles, appliances and 
non-ferrous metals. Inventories are 
the breeding ground of recession and 





sion of industry and_ construction, 
Studies indicate there are enough sup- 
porting economic forces to offset the 
weak spots, and there is no reason to 
expect anything more than a leveling 
off in the major indexes this year, 

Judge Di Falco, surrogate of New 
York county, spoke on the topic, “Are 
Your Clients Ready to Die?” 





Charges Striking Agents 


Hamper Operations 


LOS ANGELES—Violence and in- 
timidation by striking agents is ham- 
pering operations of Golden State Mu- 
tual Life, according to a_ statement 
released by President Norman 0, 
Houston. 

Mr. Houston charged the agents, all 
members of Golden States Agency 
Club, an independent union, had 
breached a 10-year-old bargaining 
agreement and had refused to make 
reports on company forms until com- 
missions had been increased. He also 
said that negotiations through State 
Conciliation Service had been dead- 
locked because the union had refused 
to abide by arbitration steps. 

The dispute has resulted in the dis- 
charge of 126 agents. 





NW. Mutual Increases 
Advance Premium Earnings 


Northwestern Mutual Life has in- 
creased the interest rate used in dis- 
counting premiums accepted in ad- 
vance from 244% to 3%. Practices in 
all other respects remain unchanged. 
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Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 

















N. Madison Cartmell 
hs and Associates 
(Successors to Harold C. Pennicke) 
Consultants to 
Insurance Company Managements 
159 East 49th St. New York 17, N. Y. 
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Nussbaum Hits Hard at Price Rivalry 


(CONTINUED FROM PAGE 1) 








the amount sold goes up is that over- 
head is proportionately less per $1,000 
and “the customer, we agree, is en- 
titled to that consideration,” said Mr. 
Nussbaum. 

“Then why not carry that to a logical 
conclusion for the agent as well?” 
he asked. “For example, a general 
agent has six agents. Four pay for 
$300,000 a year, two for $600,000, and 
one pays for $1.2 million. Is it not rea- 
sonable to assume that the overhead 
for the four men who pay for $1.2 
million or for the two men who pay 
for $600,000 each is more than for the 
one man who pays for the same 
amount? We sincerely feel that the 
savings created by larger sales are 
sufficient to lower the cost for the 
puyers without the necessity of taking 
anything away from the agent. 

“We believe some method other 
than reducing premiums can be used 
in order to create these progressive 
penefits for certain classes of policy- 
holders. For example, increased divi- 
dends can be used to create lower 
costs for women. The same method 
can be used if we wish to give credit 
for larger amounts of life insurance 
bought at one time. 

“We feel that this can be done in the 
same manner that some of our compa- 
nies did when they realized they were 
selling disability income at too low a 
price. They got permission to put these 
contracts into a special class and gave 
a reduced dividend and in some cases 
no dividends at all to this special 


group. 


“If the agent were to reduce a pre- 
mium by returning part of his com- 
mission, that would constitute rebat- 
ing, and he could lose his license. A 
life insurance company that reduces 
the premium and reduces the com- 
mission to the agent is indirectly re- 
bating and of course that we know is 
quite legal. 

“We don’t know all the answers, but 
we do know that we are continually 
striving to give professional service. 
No man can truly give professional 
service if he is burdened with finan- 
cial worries.” 

Discussing group insurance, Mr. 
Nussbaum said that it has become “a 
real headache” in recent years and 
that “if we believe in our American 
agency system of operation, then no 
company should have the right to deal 
directly with a client.” 

“Some of our companies,” said Mr. 
Nussbaum, “tell us that they are being 
pressured by industry to deal directly 
with them and eliminate the necessity 
of paying a commission, or more than 
a token commission, on group busi- 
ness. Since when have our companies 
become so weak that they can be 


‘56 New Business, In Force 


Given for Illinois 
(CONTINUED FROM PAGE 19) 








New Business_ In Force 
$ 

Slovak Gymn. Un. .. 57,200 1,977,509 
Sons of Norway ........... 201,000 1,314,930 
Standard Life Assn. .. 60,500 1,803,030 
Ukrainian Nat. .......... 347,000 5,475,423 
Urk. Workingmen’s .. 68,500 1,154,825 
Roumanian Societies 12,500 181,750 
United Russ. Orth. 0 vse 93,909 
Unity L&A Assn. ...... 205,786 1,145,471 
Western Bohemian .. 137,841 4,005,851 
Western Slavonic ...... 9,109 313,747 
William Penn. ............. 14,317 4,746,534 
Women’s Benefit ...... 135,665 9,023,643 
Woodmen Circle ...... 916 5,131,370 
Woodmen of World 1,215,011 15,686,369 
Workmen’s Benefit .. 406 2,170,583 
Workmen Circle ......... 6,150 497,108 
Ind. Ord. Foresters .. 5,728,000 12,411,745 

Totals ’56 80,623,694 839,913,898 

Totals ’55 74,504,106 785,518,506 





badgered into doing something that 
they don’t wish to do! The excuse 
that if we don’t do it, then somebody 
else will is sheer poppycock. 

“We have enough stature and pres- 
tige not to have to hide behind such a 
statement. If something is wrong, then 
let us be men and say so. If Big Busi- 
ness, who got to be big because they 
won’t sell without a profit, want to 
buy something without paying the 
market price for it, then don’t sell it to 
them. Let them use a self-insured plan 
and it won’t be too long before they 
will come back to us. They will soon 
learn, like many businesses have, that 
it is often cheaper to rent than to own 
their own building. 

“Another thing that I have been 
asked is why should big business buy 
life insurance cheaper than an agent. 
If an agent buys life insurance and 
pays the net premium to the general 
agent, he still has to pay an income 
tax on the difference between the 
net and the gross premium. If a corpor- 
ation buys life insuranee and does not 
pay more than a token commission 
by buying direct, then they should pay 
an income tax on the commission they 
are receiving or, conversely, they are 
not paying. . 

“We are most emphatically opposed 
to any direct writing of group insur- 
ance. There should be a _ definite 
schedule of premium rates which in- 
clude the agents’ commissions. There 
is no reason why one industrial cor- 
poration should be paying less money 
for the same coverage that another 
company has to pay more for. This is 
gross discrimination against decent 
people who believe in the Golden Rule. 

Finally, what are we going to do 
about group limits? Some years ago 
the 20/40 limit was agreed upon by 
the life insurance industry associations 
whose membership is responsible for 
about 98% of the life insurance busi- 
ness in the United States. 


Many reasons have been privately 
advanced, since that agreement, that 
if $40,000 was right some years ago 
then it is out of line today. We don’t 
think that that is true. We believe 
that excessive amounts of group in- 
surance lull people into a false sense 
of security—since they don’t really 
own the life insurance—they are 
merely leasing it on a temporary ba- 
sis and under certain conditions. Fur- 
thermore, the only reason why indus- 
try likes jumbo group amounts for 
their executives is because of the 
favorable tax benefits. Every time a 
new jumbo case is written, answers 
are given why this was done in order 
to meet the needs of the specific case. 
It is quite apparent that nothing will 
ever be accomplished by mere talking. 
The simplest way to stop this abuse of 
unsound underwriting is to have the 
companies who accept these cases stop 
doing so. That, I am sorry to say, is 
mere wishful thinking! 

“We have two avenues open to us— 
either through extra-territorial legis- 
lation in our various states, or by rec- 
ommending to the federal government 
that the premium on any amount in 
excess of $40,000 of group be not al- 
lowed as a deduction to the corpora- 
tion, and, that it be considered income 
to the recipient of the contract. 

“Certainly we don’t like making 
these recommendations, but we also 


don’t like what is being done to us. 

“In my travels around the country I 
have been told of many instances 
where sound permanent life insurance 
was surrendered because of jumbo 
group having been placed. Take away 
the tax benefits from group insur- 
ance in excess of $40,000 and you will 
be amazed how unattractive the word 
‘jumbo’ will become. ” 





Nationwide in 1 Year Buys 


Interest in 5 Insurers 


Nationwide Corp., in its first full 
year of activity, acquired substantial 
interest in five insurance companies 
with combined resources of more than 
$470 million, according to the corpora- 
tion’s annual report. These companies 
are Nationwide Life, National Casual- 
ty, Northwestern National Life, Michi- 
gan Life, and North American Acci- 
dent of Chicago. 

President Murray D. Lincoln said the 
gross income from investments in 1956 
amounted to $813,000, with net income 
of $535,000 after the operating ex- 
penses and federal income tax. Net in- 


come was reduced by $496,000 through 
a non-recurring loss of $194,000 on the 
sale of Sun Life shares, plus a capital 
gains tax of $302,000 in the sale. Divi- 
dends in 1956 amounted to $210,000. 
A similar cash dividend plus a 4% 
stock dividend will be paid April 1. 


DEATHS 


MRS. ROBERT J. MACLELLAN, 
widow of the chairman of Provident 
Life & Accident, died in Chattanooga 
following an illness of five weeks. Mr. 
MacLellan had been with the company 
for more than 50 years prior to his 
unexpected death last June. The couple 
observed their 50th wedding anniver- 
sary in October, 1955. Mrs. MacLellan 
is survived by two sons, Robert L. 
MacLellan, president of the company, 
and Hugh O. MacLellan, vice-president 
and treasurer, and a daughter, Mrs. 
Walter Hoyle of Chattanooga. 














CENTRAL ASSURANCE COMPANY 


COLUMBUS 5, 


John D. Shafer, President 


Write for complete information on our 


ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS 
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Consulting Actuaries 
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332 S. Michigama Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 
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| Haight. Davis & Haight, 


Inc. | 
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| CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
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Consulting Actuaries 
Auditors and Accountants 








Wolfe, Corcoran & Linder 


116 John Street, New York, N. Y. 
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| Harry S. Tressel & Associates 


Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 


Harry S. Tressel, M.A.I.A. Irma Kramer 


M. Wolfman, F.S.A. Wm. P. Kell 
N A. Moscovitch, F.S.A. D. W. Snee 
A. E. Selwood 

FRanklin 2-4020 
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CANADIAN SUPERINTENDENT 
OF AGENCIES 


One of the largest and most pro- 
gressive Midwest life insurance com- 
panies, licensed in all 48 states, 
Alaska and Hawaii, seeks man 30 
to 40 with 3 to 5 years agency man- 
agement experience, for Canadian 
Superintendent of Agencies. Re- 
sponsibilities will include supervision 
of present agencies, recruiting and 
indoctrination of new agencies. 


Give yourself a fresh start in Can- 
ada, land of the new frontiers. This 
growing young country offers un- 
limited opportunity to an aggressive 
man who wants more than just ordi- 
nary room for growth. 


This is an unusual opportunity. Sal- 
ary commensurate with ability. Will 
move right man. All replies strictly 
confidential. Address Box T-58, c/o 
The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 


Life Insurance 


HOME OFFICE 
UNDERWRITING EXECUTIVE 


New insurance company requires man 
capable of establishing underwriting 
policies and new business procedures 


and the administration thereof. 


Candidates must have substantial man- 
agement exeprience. Submit résumé and 
salary requirements in confidence to 
Home Office Personnel Manager, All- 
state Insurance Company, 7447 Skokie 


Boulevard, Skokie, Illinois. 














GROUP UNDERWRITING MANAGER 


A large midwestern insurance company, not a 
Chicago location, has an exceptional oppor- 
tunity for you to consider. This position calls 
for a man with heavy group underwriting and/or 
actuarial experience—minimum of 3 to 5 years 
recent experience. Must be able to take charge 
of an already staffed Home Office Group Un- 
derwriting Department. Must have top person- 
ality to deal with top management. Rapid 
promotion; liberal employee benefits and re- 
tirement program; merit increases. Salary $8500 
to $10,000. All replies confidential. Send resume 
of background and experience to: Box T-56, c/o 
The National Underwriter Co., 175 West Jackson 
Blvd., Chicago 4, IHinois. 


LIFE 
UNDERWRITER 


This rapidly-growing young company has 
a vacancy for a man with three years or 
more home office underwriting experience. 
This is a career position with significant 
opportunity for advancement. The perma- 
nent location is Washington, D. C. 
Candidates should be in late twenties or 
early thirties, and have college back- 
ground. Salary commensurate with expe- 
rience. 

Please reply in writing to Director of Em- 
ployment, Government Employees Life In- 
surance Company, |4th & L. Streets, N. W., 
Washington, D. C. 














FRANCHISE WANTED 


By an outstanding agency with top producing 
agents, operating in California-Oregon-Wash- 
ington. We are now doing better than $800,000 
per year in A & H premiums. We need a grow- 
ing Company with vision writing Life, and A & 
H. We have a potential of $2,000,000 or more 
per year. Must have exclusive franchise. We 
have 15 years of A & H experience with sound 
financial background. Replies in confidence. 
Write Box T-31, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


WANTED—ACCIDENT AND SICKNESS 
SALES EXECUTIVE 


Fast-growing Middle Atlantic Life Company 
offering complete Accident and Sickness and 
Hospitalization Policies, needs hard-driving, ex- 
perienced Sales Director to promote Accident 
and Sickness Sales. Licensed in twelve states. 
For a man who can appoint, recruit and train 
Agents to sell our competitive policies, we 
offer an excellent salary and future with the 
Company. Write in confidence to Box T-48, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 














LIFE SALES MANAGER 
Agency Department Home Office Administra- 
tor wanted by a fast-growing middlewestern 
Life and A&H company entered in 40 states to 
build home office and field phases of company. 
Background of experience in a company home 
office or as a "second man" in a large agency 
preferred. Unlimited opportunities for advance- 
ment in company structure. Replies will be held 
confidential. Write full details. Box T-51, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, III. 


AGENCY SUPERVISOR 


Large Life insurance agency cf Eastern com- 
pany desires to employ an Agency Supervisor 
to be in charge of a number of counties em- 
bracing a very fine section of northeastern Ohio. 
This section is now producing an excellent vol- 
ume of business but needs further development. 
Unlimited opportunity for man who can qualify. 
Pension and Group benefits. All replies held in 
strict confidence. Address your reply to Box T-57, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








GOOD OPPORTUNITY 

Open for experienced Fraternal Insurance men 
for State Managers' positions in Pennsylvania 
or Ohio. Applicant must be experienced, honest 
reliable. Salary and overriding on sales 
orce. 

Correspondence confidential. 

Write Box T-43, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, III. 
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Concern Over Market Marks NALU Rally 


(CONTINUED FROM PAGE 1) 





this matter. NALU has been invited 
to have its group committee attend 
the April 15 meeting of the new com- 
mittee, but the prevailing feeling at 
Roanoke was that no action could re- 
sult that would alter the jumbo group 
situation in any significant way. 

Concern was also expressed over big 
group cases in which no commission or 
only a token commission was paid. 

In the discussion of the group com- 
mittee’s report, the national council 
recommended the addition of a state- 
ment that NALU looks with disfavor 
on the sale of group insurance where 
the buyer specifies that bids are to 
be on a no-commission basis as is said 
to have occurred in the recently writ- 
ten Southwestern Bell Telephone Co. 
case. The committee members present 
adopted this amendment by a standing 
vote. 

The temper of the delegates at Roa- 
noke could be gauged by the applause 
for some of the more outspoken state- 
ments in the annual reports of Presi- 
dent A. Jack Nussbaum and Managing 
Director Lester O. Schriver at the na- 
tional council meeting Wednesday. 
These reports are covered elsewhere 
in this issue. 

Mr. Schriver said he heard a “very 
highly respected executive officer of a 
very large and influential company or- 
ganization state that he believed that 
the relationship between the compan- 
ies and the field forces had reached an 
all-time low.” 

Mr. Schriver expressed agreement 
with this statement—and no one spoke 
up in dissent. 


In cheering contrast was the report 
of Chairman Charles E. Cleeton of the 
building committee. Mr. Cleeton, gen- 
eral agent of Occidental of California 
at Los Angeles, and a past-president 
of NALU, announced that the condem- 
nation proceedings by which the gov- 
ernment was taking over the site on 
which NALU will erect its building has 
been settled and the present owner 
ordered to vacate the property by June 
1. This means NALU can start con- 
struction soon after that date. 

Mr. Cleeton said a million dollars 
has been budgeted for the cost of the 
building but the committee hoped it 
would turn out to cost less. He said the 
site is now worth $230,000 in contrast 
to its cost of $108,000. 

The building fund has taken in 
$568,699 from all sources and has an 
income over expenses of $530,974. The 
cost of fund-raising has been less than 
9% of money collected, which Mr. 
Cleeton believes is a record low for 
national fund-raising campaigns. He 
said a new drive will be unveiled at 
the annual meeting at Detroit, but in 
the meantime nobody should stop seek- 
ing or sending additional contributions. 

After considerable discussion, a mo- 
tion offered by Hunter Hammill, Phoe- 
nix Mutual, Philadelphia, that NALU 
pay the annual and midyear meeting 
expenses of committee chairmen was 
resoundingly adopted, after a proposed 
amendment to refer the matter to the 
functions and activities committee was 
defeated. 

William S. Hendley Jr., Mutual of 








WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P. O. Box 463, 
CHICAGO 90, ILLINOIS. 





LIVE IN MIAMI 

One of top ten companies needs supervisory 
assistance. Married man 26 to 38 with successful 
sales record and college education. Previous 
management experience desired but not essen- 
tial. Salary _ commission, Group Insurance 
and Pension Plan. Write full details to Box T-55, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, III. 


GROUP SALES REPRESENTATIVE 


Unusual opportunity with rapidly growing 
insurance company for A&H and Life sales 
service man to cover North Carolina. 
$7-10,000. Write or call E. C. Longson, 
Wehinger Service, Inc. (Agency), 180 Broad- 








way, New York, N. Y. COrtlandt 7-4540. 
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New York, Columbia, S.C., membership 
chairman, reported that membership as 
of Tuesday was 54,130 as against 50,- 
500 a year earlier. 

Howard D. Goldman, general agen; 
of Northwestern Mutual at Richmond, 
who was to have brought greetings 
from the Million Dollar Round Tab 
as its chairman, could not be presen; 
because of a virus infection. Willian 


D. Davidson, Equitable Society, Chica. 


go, MDRT vice-chairman, read a mes. 
sage from Mr. Goldman. 


The debates on bank-loan and doy. 
ble-dollar plans drew a large and at. 
tentive audience to the agents forum 
Tuesday afternoon. 

Discussing the bank-loan plan ang 
the efforts to take away its present 
tax-sheltered status as a means of 
curbing misguided sales of the plan, 
President Deane C. Davis, of National 
Life of Vermont, emphasized that 
agreeing to the treasury’s restrictive 
proposals means conceding that there 
is a tax-free “inside build-up” in the 
accumulating reserves in a life policy, 
He warned that once this idea is con- 
ceded, through adoption of restrictions 
on the deductibility of interest on 
funds used to buy bank-loan insurance, 
there is no logical reason why it should 
not be extended to all forms of borrow- 
ing against a policy. 

If there is a double benefit as re- 
spects tax where the policy is bought 
with the bank-loan plan in mind, this 
double benefit exists in exactly the 
same degree if a man happens to want 
to borrow against his policy after it 
has been in force two, three, or more 
years, said Mr. Davis. 

“On a basis of pure logic and pure 
justice, if interest deductibility is to 
be denied in one case it should be 
denied in the other,” he said. “But not 
even the treasury contends for that... 

“It is of course true that the insured 
does not directly pay an income tax 
upon the so-called investment incre- 
ment earned by the life insurance com- 
pany and added to the reserve—the so- 
called inside build-up. But why would 
anybody think that he should? Cer- 
tainly it has been well established that 
these reserves do not belong to the 
insured. They belong to the insurance 
company. Neither does the interest in- 
crement produced from these reserves 
belong to the insured. By precise pro- 
vision of the contract they are merely 
added to the reserves to enable the 
life insurance company to have on 
hand the requisite number of dollars 
to pay death claims of all policyholders 
constituting that class. 


“Nowhere in income tax law is a 
taxpayer required to pay a tax upon 
money or other property of value until 
he has actually or constructively re- 
ceived it. Hence, the life insurance pol- 
icyholder should not be required to 
pay, himself, any tax upon the interest 
earned until in some way he has ac- 
tually or constructively received it.” 

Mr. Davis pointed out that if the 
insured receives the policy reserve by 
cancelling it or receiving an endow- 
ment at maturity he has to pay a tax 
on every dollar of gain he has made 
on the contract, if he has any. If the 
policy is paid as a death benefit, the 
insured of course never receives it and 
naturally could not and should not be 
taxed. : 

Gerard S. Brown, Penn Mutual, Chi- 
cago, Mr. Davis’s opponent in the 


bank-loan discussion, declared that re- 
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| sponsibility for any restrictive legisla- 
tion which may result “will rest 
squarely upon the agents and compa- 
nies marketing the bank-loan plan.’ 

“It is heartening to know that the 
great company associations, the LIAA 
and ALC, have expressed agreement 
with the Treasury department’s re- 
quest for action on this tax loophole,” 
he said. “The officers of those associa- 
tions have worked diligently with the 
department and committees of Con- 
gress over the knotty income tax prob- 
Jem. Isn’t it incongruous and incom- 
prehensible that while their associa- 
tions negotiate on that, some of their 
company members foster and encour- 
age a tax avoidance plan which the 
treasury disapproves? On the part of 
bank-loan plan agents and companies 
there has been a complete disregard of 
potential tax legislative consequences. 

“Consideration of the bank-loan plan 
problem by the treasury department 
and by committees of Congress has 
been exhaustive and painstaking, with 
all sides of the question taken into ac- 
i count. The business of life insurance 

has a responsibility to our government 
and if Congress chooses to close a tax 
loophole we cannot object.” 

A more detailed account of the 
Davis-Brown debate will appear in 
next week’s issue. 








The double-dollar debate between 
President Harold J. Cummings of Min- 
nesota Mutual Life, who favors double- 
dollar, and Oliver R. Aspegren Jr., gen- 
eral agent of Ohio National Life at 
Chicago, brought out many points in 
connection with this newly-controver- 
sial coverage. The main points of Mr. 
Cummings presentation are given else- 
where in this issue. Mr. Aspegren’s 
statement, which was not available 
until after the debate, will be covered 
in next week’s issue, along with a 
report on the questions and answers 
that followed the formal presentations. 

Hal L. Nutt, director of the Purdue 
course, was moderator. 

The program of NALU and the Gen- 
eral Agents & Managers Conference 
followed the announced sequence ex- 
cept that Ralph G. Engelsman, New 
York City sales consultant and co-ed- 
itor of Probe, could not make his 


2 scheduled talk at the GAMC meeting 


because of the sudden illness of his 
wife. Later Mrs. Engelsman was re- 
ported making a good recovery at New 
York Hospital. 





New York Sets Card for 


Apr. 11 Education Meet 


New York City Assn. of Life Under- 
writers will hold an educational meet- 
ing sponsored by Field Agents Adviso- 
ry Council at Hotel Sheraton-Astor on 
April 11. F.A.A.C. Chairman Robert J. 
Bee, Travelers, New York City, will 
preside. 

Holgar J. Johnson, president of In- 
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stitute of Life Insurance, will discuss 
the growth of life insurance. Warren 
A. King, insurance manager of Life 
magazine, will present a color movie 
called “Opportunities Unlimited for 
the Insurance Industry.” David Schul- 
man, New York Life, New York, will 
speak on prospecting among men of 
equal, greater or lesser degrees of 
| wealth—horizontal and vertical pros- 
| pecting. 





GENERAL AMERICAN LIFE—The 
10 top agents for February are G. M. 
Erskine, Columbus, O.; Joseph S. 
Graves, St. Louis; D. W. Michael, 
Memphis; Gene Morgan, St. Louis; 
Friedrich Von Brincken, San Francis- 
co; Jack S. Platt, Memphis; Richard J. 
Roth, Omaha; Harold Gersten, Hono- 
lulu; Norman P. Campbell, Detroit, and 





Edward I. Price, San Francisco. 


Double-Dollar Plan Aids Economy: Cummings 


(CONTINUED FROM PAGE 2) 





of protection afforded is high. As Min- 
nesota Mutual writes double-dollar, 
the cost to the depositor should be 
about one-half of 1% or $5 per $1,000 
under age 45 and $10 per $1,000 at 
older ages. The very lowest non-par- 
ticipating 1-year term rates that we 
know of call for $5.35 at age 25; $6.30 
at age 35; $9.10 at age 45; $13.12 at 
age 50. Even these yearly increasing 
rates are not available to the majority 
of savings depositors for the amounts 
of insurance provided by double-dol- 
lar, since very few companies will is- 
sue policies for small amounts at or- 
dinary rates if indeed they will issue 
such coverage at all. Minnesota Mu- 
tual feels that double-dollar unques- 
tionably provides insurance to the 
public, especially to smaller savers, at 
remarkably low cost. 

5. It has been observed that double- 
dollar must surely prove disappointing 
to the public, since when the saver 
meets with an emergency, has a ser- 
ious or fatal illness, for instance, he 
will in all likelihood have to withdraw 
his savings. So he will have no double- 
dollar at the time of his death. But 
double-dollar has already proved that 
it discourages unnecessary withdraw- 
als. And in case of real need the saver 
can borrow with his pass-book as col- 
lateral, use the equivalent of his sav- 
ings in an emergency, and having spent 
his savings still have them replaced in 
the event of his death. So he would 
still be better off with than without 
the double-dollar plan. 

6. “Let’s remember always that dou- 
ble-dollar doubles the saver’s dollar 
for that thrifty person who lays his 
dolar away and leaves it there!” 


Mr. Cummings urged that the new- 
ness of double-dollar not be considered 
a valid reason for opposing it, for 
many or most of the plans that life 
companies offer the public today were 
new not too long ago. Moreover, he 
said, the few banks that are currently 
experimenting with double-dollar say 
that judging from the size and stability 
of the accounts so far, “they would 
surely go into it again.” 

“‘We have been told that even if the 
double-dollar plan as we have so far 
underwritten it may be all right, the 
idea opens the way to abuses which 
should be prevented,” said Mr. Cum- 
mings. “Specifically what forms those 
abuses might take has not been too 
clearly pointed out. For one thing, it 
may be argued that while Minnesota 
Mutual limits double-dollar coverage 
to a very small amount, eventually 
larger amounts will be underwritten. 
And so the plan will eventually make 
encroachments into the agent’s mar- 
ket. 


“That this objection is at the very 
least imaginary has already been 
proven. The double-dollar pattern is 
self-limiting. So far as we can learn, 
the great majority of all savings ac- 
counts is under $1,000 and the age of 
depositors having the larger amounts 
and underwriting requirements gener- 
ally makes any real extension of cov- 
erage available impractical. Even if 
this were not so, certainly the in- 
creased ability to buy permanent in- 
surance on the part of a great number 
of smaller savers would far offset the 
remotely possible loss of a few larger 
customers here or there. 

“Now we know of nothing that hu- 
man beings cannot contrive to abuse. 


If all things which might be abused 
are on that account to be opposed or 
prevented, then all of us are in for a 
rough time, indeed. We may well re- 
member that we cannot stifle progress. 
When we try to do so, we find our- 
selves left behind after the parade has 
passed by. Life insurance must con- 
tinue to improve and enhance its ser- 
vices.” 


Mr. Cummings said that when Min- 
nesota Mutual and the First National 
Bank of St. Paul wanted to set up a 
double-dollar plan, the bank and the 
company agreed that it would wise to 
canvass all the general agencies in 
the city to be sure that adoption of the 
plan by the bank would be acceptable 
to agents locally. Only one general 
agent voiced an objection and that 
was a mild one. Some observed that 
they wished they had thought of the 
plan first, said Mr. Cummings. Be- 
cause of the experience in St. Paul, 
“we have been mildly surprised that 
one or more underwriters’ associations 
voiced objection to the plan,” he added. 

Mr. Cummings emphasized that if 
Minnesota Mutual did not believe the 
double-dollar plan to be in the interest 
of the agent it would not promote it. 

“In the interest of the agent, the 
Minnesota Mutual has consistently re- 
fused to write life insurance to supple- 
ment mutual funds,” he said. “We 
have not written jumbo groups. We 
will not write credit insurance, indi- 
vidual or group, where the rates 
charged borrowers are high or where 
fees or commissions are paid to the 
lending institution. We have discour- 
aged the writing of bank-loan plans 
with our own field force. 

“As yet we have heard of no valid 
objection to double-dollar based upon 
adequate facts.” 


Discussing the double-dollar plan as 
a form of mass selling, Mr. Cummings 
cited some persuasive figures to show 
how tremendously the market for life 
insurance is expanding and will con- 
tinue to expand. He contended that 
even with the expansion of mass cov- 
erages there will be a huge need for 
ordinary coverage. 

“Whether we like it or not, mass 
marketing is here to stay”, Mr. Cum- 
mings said. “Even with its help, life 
insurance is falling far short of doing 
an adequate job. It’s human and easy 
to long for ‘the good old days’ but 
sooner or later we realize that there is 
nothing permanent except change. The 
changes that lie ahead for the life in- 
surance business and the life insur- 
ance agent seem to be both exciting 
and very promising. We believe it is for 
the companies and the agency force to 
accept mass selling as a fact and use 
their imaginative, creative, dedicated 
sales abilities to make group selling 
processes help make individual sales— 
and vice versa. Double-dollar could 
—if it really appeals to the public—do 
its bit, too, in that field.” 





Miller Joins Health 


Insurance Institute 


Jerry Miller has joined the public 
relations staff of Health Insurance In- 
stitute. He has been an editor, public- 
ity writer and public relations man 
for Columbia university’s development 
office, the alumni relations organiza- 
tion. He also has done free lance writ- 
ing. 


Fight In Conn. Over 
Bills to Kill Taxes 
On Domestic Insurers 


A major controversy has arisen be- 
tween Gov. Ribicoff of Connecticut, a 
Democrat, and the Republican-con- 
troled general assembly over the GOP- 
sponsored bills to reduce and eventual- 
ly eliminate the tax on interest and 
dividends received by domestic life, 
fire and casualty insurers from their in- 
vestments and the tax on annuity con- 
siderations received by life companies. 

The legislature’s finance committee, 
controlled by Republicans, voted a fa- 
vorable report after a public hearing 
on the two bills. 


Gov. Ribicoff called the action the 
“rawest giveaway program in the his- 
tory of the state.” He vowed to veto 
the measures when they reach his 
desk. 

But Republicans, who control both 
the senate and house by large margins, 
predict they will pass the bills and 
override the veto. 

Connecticut companies say the taxes 
are discriminatory and place them at 
a competitive disadvantage because 
they are not levied against out-of-state 
insurers. 

The law presently fixes a 242% tax 
on interest and dividends received by 
the domestic companies. The proposed 
bill would gradually decrease the tax 
from 244% in 1956 to % of 1% in 1964 
and nothing thereafter. Annuity con- 
siderations currently are taxed at 1%4%. 
The bill would eliminate the tax after 
1960. 








Ford, A.T.&T. Groups Stir 


Concern at Session 
(CONTINUED FROM PAGE 1) 

of the Bell system, came in for much 
discussion. Committee Chairman Phil- 
lips likened the situation to the leg- 
endary camel that started by getting 
just his head into the Arab’s tent and 
finally got himself in and the Arab 
out. 


In the A. T. & T. case the main 
concern was whether no commission 
or possibly only a token commission 
had been paid. The New York law 
requires the charging of a commis- 
sion even if none is paid but some of 
the companies on the A. T. & T. case 
are not licensed in New York. 

It was brought out that the broker 
who handled the Southwestern Bell 
part of the case received no commis- 
sion and at the phone company’s in- 
sistence specified that the insurer was 
not to include a commission in the 
rate. 

A resolution adopted by the St. 
Louis association charged that this - 
was more serious than rebating—and 
rebating is forbidden in all states. 


David B. Fluegelman, Connecticut 
Mutual, New York, a former chairman 
of the group committee and a past 
president of NALU, was one of those 
who declared there should be a pub- 
lished scale of group commission rates 
from which a company would not be 
permitted to deviate. 

There was some talk about the pos- 
sibility of cooperating with labor or 
other types of organizations in seeking 
to control group limits but the pre- 
vailing opinion was that this could 
prove embarrassing in future situa- 
tions where NALU might be taking a 
position contrary to these other 
groups. 
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Actuaries Meeting Draws Turnout of 640 


(CONTINUED FROM PAGE 1) 





last 20 years was discussed by E. A. 
Lew, Metropolitan Life, who indicated 
that the percentage improvement was 
lowest during the last few years. He 
did not anticipate much lower mortal- 
ity for white males until medical ad- 
vances lessened cardiovascular deaths, 
but pointed out that female mortality 
had improved percentagewise more 
than that of man. 

N. M. Hughes, National Life and 
Accident, and R. A. Leggett, Travelers, 
both said that recent improvements in 
mortality had been reflected in non- 
participating rates, especially where 
expense problems had been mitigated 
as in special policies or graded pre- 
mium plans. 

Manuel Cueto, New York Life, had 
done test valuations on their business 
and found that the overall decrease in 
reserves on the new table for business 
in force was in the neighborhood of 
3%. He agreed with Mr. Bittel that 
the new table should be permissive 
rather than mandatory. 

V. E. Henningsen, Northwestern Mu- 
tual, said he believed dividend scales 
would have to be reexamined on the 
basis of the new mortality table for 
equity between ages and plans, al- 
though the overall disbursement would 
not be materially affected. 

There was considerable evidence 
that the different mortality experience 
of males and females will come in for 
more study in the near future. Differ- 
ent rates for male and female risks 
have been customary for annuities and 
life income settlement options for 
many years, but generally the rates 
for life insurance have been the same. 
A. T. Bunyan, Phoenix Mutual, sug- 
gested that with premium rates grad- 
ed, by size of policy, or with special 
policies leaving a higher minimum 
amount, it is feasible to let premium 
rate reflect the lower mortality of 
females. 

Mr. Lew commented that companies 
contributing their mortality experi- 
ences to the society’s inter-company 
studies or ordinary insurance have 
been requested to segregate male and 
female data. 


Discussing the trends in extended 
term insurance mortality, M. H. Beach, 
Travelers, presented his company’s ex- 
perience over three separate five-year 
periods ending in 1945, 1950, and 1955, 
respectively. Claims for the whole pe- 
riod equaled 56.4% of CSO table with 
little variation between the three sep- 
arate periods. Based on Table X:; 
the ratio was 89.3%. Several speakers 
commented that margins for expenses 
would not be available under Xi; 
without some additional direct provi- 
sion in computing the extended term 
insurance benefit. Mr. Beach sug- 
gested that an extra margin of 15% 
for ages 60 and over would be ade- 
quate. 

The subject of the effect on gross 
premiums and dividends of increased 
yields on new investments resulted in 
several interesting discussions. B. T. 
Holmes, Confederation Life, observed 
that although the average net rate of 
interest reported by life companies had 
risen in 1956 to 3.65%, before Federal 
income taxes, a leveling off is predict- 
ed, since the difference between the 
rate on new investments and that for 
the whole investment portfolio has 
now decreased to approximately .5%. 

T. H. Kirkpatrick, Paul Revere, 
stated that increased interest yield had 
not yet graded affected annual pre- 


miums, since consideration is given to 
the long-term trend of not only inter- 
est rates but also expenses and mor- 
tality or other insured benefits. Com- 
pany executives are particularly con- 
cerned with the level of surplus, the 
effect of governmental policy on fed- 
eral taxes and liquidity of the invest- 
ment portfolio. 

D. N. Warters, Bankers Life of Iowa, 
emphasized that although companies 
might be able to predict mortality and 
expenses fairly well, precise predic- 
tions of investment returns over a 
long period could not be made because 
yields depend not only on the laws of 
supply and demand but also upon gov- 
ernmental and political influences on 
the money market. 

E. F. Bucknell, Bankers Life of Iowa, 
expressed the opinion that the use of 
different underwriting standards for 
certain plans of insurance does not by 
itself create inequity. In fact, such a 
practice might well result in lower to- 
tal costs on non-select policies because 
of greater total volume. Such innova- 
tions as to the gradation of premiums 
by size of policy and the use of pre- 
authorized checks, are efforts directed 
toward making life insurance more 
widely available at lower cost. Com- 
menting in a more general vein, 
Cc. F. B. Richardson, Mutual Life of 
New York, stated his belief that all 
policyholders should be subjected to 
the same type of test in the determina- 
tion of equity. Such a test could be es- 
tablished by a fund accounting for each 
class of policyholders under which the 
collected premiums would be assessed 
for their uniquely different levels of 
collection costs, commission payments, 
mortality costs and such other ex- 
penses as are considered to be attrib- 
utable to the particular group. 


In discussing the practical maximum 
on mortality limits for substandard 
policies, E. J. Moorhead, New England 
Life, said that although coverage 
might be granted at the younger ages 
for very highly rated risks, the price 
for coverage at the higher issue ages 
when a 500% rating is indicated, 
would appear to be unacceptable to 
many prospective insured and also 
conducive to high underwriting costs. 
He also declared that premiums pay- 
ments in excess of the face are even 
more prevalent in the case of graded 
risk policies. 

F. H. David, Prudential, referred to 
the large proportion of nighly sub- 
standard policies which are returned 
for cancellation. He stated that it was 
difficult to explain satisfactorily why 
premiums less dividends may be much 
more than the face and suggested that 
companies minimize the chance that 
this type of situation will occur. 

E. G. Fassel, Northwestern Mutual, 
said that net premium payments ex- 
ceeding the face can be held to a min- 
imum in highly substandard cases by 
calculating substandard extras to be- 
come paid-up in a shorter period than 
the policy itself. 

W. L. Rugland, Aid Association for 
Lutherans, recommended the “graded 
rate system” as the best means of 
making provision for gradually de- 
creasing mortality in determining set- 
tlement options. He also suggested that 
option guarantees be restricted to a 
limited period in the future. 

P. A. Alexander, London Life, de- 
scribed a new settlement option table 
which his company introduced this 
year. These tables provide for gradu- 


ally decreasing mortality in the future. 

Discussion on group insurance, med- 
ical care cost, operations research and 
actuary education will be reported in 
next week’s issue. 


U.S. Life Offers 
New 20/40 Life Plan 
to Smaller Groups 


United States Life has introduced a 
group plan offering a life schedule 
similar to the one set forth in the 
model group life definition adopted by 
National Assn. of Insurance Commis- 
sioners. 

Known as the model group life in- 
surance plan, it offers a $20,000/$40,- 
000 life schedule to firms with as few 
as 10 employes in states where per- 
mitted. The 20/40 schedule is avail- 
able in states where no maximum 
amount of coverage is imposed by law. 
In states having lower maximum 
amounts of coverage, the plan offers 
the limit allowed by law. 

The plan permits the company to 
offer realistic amounts of group life 
without evidence of insurability, ac- 
cording to Vice-president Fred O. 
Becher Jr. It will eiminate many in- 
stances of superimposition and enable 
small and medium sized firms to pro- 
vide group life in amounts comparable 
to those offered by larger organiza- 
tions. 

The pian also offers accidental death 
and dismemberment benefits up to a 
new limit of $20,000 for non-hazardous 
industries in a 24-hour basis. This is 
usually restricted by most group writ- 
ers to $10,000 on smaller firms. 

The statutory limit now becomes 
important in agents’ sales approaches. 
Applications for the new plan are be- 
ing considered at once. 








Two Dixie Companies 


Propose Merger on July 1 

The boards of Fortune Life of An- 
niston, Ala., and Reliance Life of 
Georgia, have recommended to the 
stockholders of each company that the 
two companies be merged effective 
July 1, 1957. 











Walter G. Gastil, center, southern 
California manager for Connecticut 
General Life, received the Will G. Far- 
rell achievement trophy from Roy M. 
Hagen, left, past president of Los An- 
geles chamber of commerce, as Charles 
J. Zimmerman, president of Connecti- 
cut Mutual Life, looks on. Mr. Gastil 
was awarded the trophy at a recent 
luncheon co-sponsored by Los Angeles 
Chamber of Commerce, Los Angeles 
Life Underwriters Assn., and Los An- 
geles Managers Assn. Mr. Zimmerman 
was the principal speaker at the pre- 
sentation ceremony which drew 2 ca- 
pacity crowd of 300 persons. Mr. Gas- 
til, who serves numerous civic and 
business organizations in Los Angeles, 
was presented the award for “distin- 
guished and unselfish service to the 
public by an achievement outside the 
regular duties of his business.” 


HIAA Asks Agents Be _ 


Continued Exempttrom + 


Wages and Hours Law 

A statement recommending that the 
exemption of insurance agents from 
the wage and hour provisions of the 
fair labor standards act be continued 
without change has been presented to 
the labor subcommittee of the Senate 
labor and public welfare committee by 
Health Insurance Assn. of America. 

Emphasizing that the agent’s work is 
professional in nature, HIAA pointeg 
out that the agent determines his own 
working hours, and that it is not pos. 
sible to determine what constitutes an 
hour of work for an agent because 
much of his time is spent in outside 
activities through which he develops 
prospective clients. 


The agent’s control of his working 
time depends on the needs of his par- 
ticular business, his personal enthusi- 
asm and ambitions, HIAA said, and it 
is not possible to relate his pay to 
hours worked. A major part of an 
agent’s work may be done long before 
he receives his commission payments, 
His renewal commissions are paid an- 
nually and while some are automatic, 
others require additional work. 

HIAA said that prior to the passage 
of the original fair labor standards act 
in 1938, both the executive and the 
legislative branches of government 
recognized that, as a practical matter, 
the act could not be universal in its 
coverage. The executive message to 
Congress calling for enactment of the 
legislation said that even in the treat- 
ment of national problems there are 
geographical and industrial diversities 
which cannot be ignored. 


The congressional committees in 
their consideration of the legislation 
recognized the practical problem and 
wrote into the act certain exemptions, 
HIAA said. Since the act was original- 
ly passed, it has been extensively re- 
vised twice without any change in the 
outside salesman exemption. The sec- 
retary of labor, in his recent testimony 
before the subcommittee, recognized 


the impracticalities of bringing outside @ 


sales employes under the act, HIAA ; 
said. 

American Life Convention and Life * 
Insurance Assn. of America also have 
asked the subcommittee to continue 
the wage and hour exemption for 
agents. Their statement was reported 
in the March 22 issue of THE NATION- 
AL UNDERWRITER. 


N. Y. Lite Drops Some 


P 


Occupational Premiums ' 


New York Life has made individual — 


life policies available without an oc- 
cupational extra premium to municipal 
fire department employes and most 
categories of police and other law en- 
forcement officers. These groups pre- 
viously were subject to an annual ex- 
tra premium of $2 per $1,000 of in- 
surance. 

For police officers using motorcycles, 
the occupational extra premium rating 
under the new program has been re- 
duced from $3 to $2-per $1,000. 

The company now will pay fees for 
all up-to-date electrocardiograms and 
chest X-rays secured at the company’s 
request in connection with all new ap~- 
plications for individual insurance, re- 
gardless of the amount applied for. In 
the past, the company generally as- 
sumed the cost of such tests only 
where the amount of insurance eX- 
ceeded a fixed minimum. 
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12 Liberal Features Make 
SELLING EASIER, MORE PROFITABLE 


3 JOINT and SURVIVOR ANNUITY OPTIONS ADDED 


Now, by policy provision, the insured can apply 
cash values to provide a guaranteed life income to 
self and wife or any other designee. 


PRESENT PRACTICES HAVE BEEN MADE 
GUARANTEED POLICY PROVISIONS 


State Mutual options now among most comprehen- 
sive, liberal and useful in the industry. 


RIGHT TO CHANGE FROM ONE OPTION TO ANOTHER 


Owner may give beneficiary right to change from 
interest option to any other option in contract other 
than Joint and Survivor Annuity. Right may be 
exercised any time after insured’s death. One of the 
most liberal policy provisions in the industry. 


BENEFICIARY GIVEN UP TO ONE YEAR 
TO DETERMINE MANNER OF SETTLEMENT 


ORIGINAL POLICYHOLDER MAY USE LIFE INCOME OPTIONS 


Particularly valuable to policyholders who have 
insured the lives of relatives or business associates. 


SURRENDER VALUES MAY BE PLACED 
UNDER OPTIONS AFTER FIVE YEARS 


This is now a guaranteed contract provision. 


A PART OF PROCEEDS MAY BE PLACED 
UNDER A SETTLEMENT OPTION 


Now a guaranteed provision. 


For full information on this and other important phases of 
State Mutual’s dynamic new 1957 Product Development 


| Program, contact your nearest State Mutual agency office. 


Those who direct State Mutual agencies operate under PAD’‘(PlannedAgencyDevel- 
opment) —a new and unique compensation system and agency building program. 
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PROCEEDS MAY BE PAID UNDER A COMBINATION OF OPTIONS 


Particularly important when policyholder or claim- 
ant desires a more complex settlement such as life 
income fund and emergency fund. 


BENEFICIARY MAY REPAY INDEBTEDNESS 


... and apply entire proceeds to carry out a desired 
program or original program selected by policy- 
holder. If beneficiary desires life annuity, this pro- 
vision may eliminate necessity of purchasing annuity 
at gross rates. 


OPTION A (INCOME FOR SPECIFIED YEARS) RANGE EXPANDED 


The income under Option A may be from one to 
thirty years rather than five to twenty-five. 


15 YEARS CERTAIN and 

CONTINUOUS LIFE INCOME OPTION ADDED 

This is in addition to the ten and twenty years 
certain periods under prior policy contract. 


OTHER PROVISIONS ADDED such as frequency of install- 
ments, payment of dividends, issuance of supplemen- 
tary contracts, minimum amounts ($2,000) that may 
be placed under a settlement option, and minimum 
periodic payment to one payee ($20.00). 





STATE MUTUAL LIFE 




















Dan Wagner 
President 


Houston Branch 
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First Vice President l : ‘ - 


IN QUALITY BUSINESS 


These five Acacians are tops in the production of quality 





, Les Warshell business at Acacia! As a result, they've earned the distinc- 
econd Vice President : ; : : . 
Chicago Branch tion of serving during 1957 as officers of Acacia’s unique 





and justly famed William Montgomery Quality Club. 






Volume alone did not earn these men officerships in Acacia’s 





honor organization. However, each of them is a top pro- 






ducer, having earned membership in the Million Dollar 







George Wend c. Ms U. Round Table last year. Yes, with Acacia, with their associates 
Thira Vice Presiden 
District of Columbia Branch and with their policyholders—these five Acacians are tops! 






The members of Acacia’s Quality Club know that “the busi- 
Under Acacia’s 


, 


ness that stays is the business that pays.’ 






Agency Contract quality production pays not for just a few 






years but for as long as the business stays in force. This 







ae Shelby, C.L. lifetime monthly income, plus the twice yearly cash bonus 
ourtn Vice Frresicen 
Louisville Brane! Acacia pays for quality production, are but two of the many 





reasons why every Acacia Fieldman strives to earn and 






maintain his membership in Acacia’s Quality Club. Small 
wonder we take such great pride in the exceptionally high 






persistency records rolled up by our Fieldmen year after 


year. 


ACACIA MUTUAL LIFE INSURANCE COMPANY 








Howard W. Kacy, President Home Office: Washington, D.C. 





